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Progress Is Order 
Of The Day At 
NAIC Gathering 


Much Activity In Areas 
Of Conflict Of Interest, 
Rating Laws, Examinations 


By JOHN BURRIDGE 


In terms of accomplishment, the win- 
ter meeting of National Assn. of In- 
surance Commissioners last week in 
Dallas was one of the best. Positions 
or decisions were arrived at in a num- 
ber of areas, and progress was the 
order of the day. Commissioner F. 
Britton McConnell summed up the 
spirit of the convention when he said, 
speaking on another matter, that NAIC 
can only attempt to maintain good re- 
gulation or improve it where possible. 
Perfection is unattainable and is not 
the goal. 


A&S Also Discussed 


In the fire and casualty field, there 
was much activity in the areas of guar- 
anty funds for insolvencies; rentals 
for air travel policy machines at air 
terminals; catastrophe factor in EC 
rating; conflict of interest, and the 
rating laws. Additionally, a number of 
A&S matters were debated or reported 
upon. 

And there was the on again off again 
Sen. Secrest and the mystifying dis- 
cussion of the National Bureau fran- 
chise plan. 

The life people staged the biggest 
show of the meeting, the debate on cost 
plus- stop loss -no claim reserve group 

(CONTINUED ON PAGE 48) 


AFIA Operations In 
Gratifying Growth; 
Mayes Is Exec. V-P 


Worldwide operations of American 
Foreign Insurance Assn. from July, 
1960, to June 1961 showed steady in- 
creases, James O. Nichols, president, 
reported at the annual meeting in New 
York. Gross premiums rose from $56.9 
to $61.9 million, while net premiums 
were up from $41.4 million to $46.6 
million. 

F. Arthur Mayes is joining AFIA as 
executive vice-president. He has been 
vice-president in charge of the inter- 
national division of Marsh & McLen- 
nan. J. A. Morone and A. I. Terhune 
have been advanced from secretaries 
to vice-presidents of AFIA. 

An increase in AFIA unearned pre-. 
miums and in the reserve for incurred 
but not reported losses contribufed 
substantially to the reduction in over- 
all underwriting gain and to a corres- 
ponding decrease in the net income 
compared with the previous year. Ex- 
change rates also were reflected in 
AFIA’s results, due to inflationary and 
political turmoils in a number of coun- 

(CONTINUED ON PAGE 47) 





Berry Boosts No Prior Approval, IAC Told To Focus 


Tells Commissioners’ Sincerity 


Basic arguments of highly per- 
suasive force in favor of no prior ap- 
proval rate regulation were offered 
members of the Insurance Group of 
the Union League Club of Chicago last 
week by J. Raymond Berry, general 
counsel of the National Board of Fire 
Underwriters. Mr. Berry was pre- 
senting the National Board’s point of 
view. He spoke on a subject that has 
been worked over with thoroughness 
in the past year, but he developed a 
line of reasoning that had an obvious 
impact on the audience, in which were 
all of the officers of Illinois Assn. of 
Insurance Agents. 

Mr. Berry said he has no faith that 


National Bureau's -_ 
Manual Assessment 
Program Is Detailed 


The new manual assessment pro- 
gram of National Bureau of Casualty 
Underwriters, will, according to bureau 
estimates, recover approximately $800,- 
000 in 1961 from companies not pre- 
viously billed for manual preparation 
expense at a cost to these companies 
currently of anywhere from .0001786 
to .0002227 for each premium dollar, 
according to line of business. The data 
on status of the manual purchaser pro- 
gram was given in detail to members 
of the executive committee at its re- 
cent meeting. 





700 Companies Participating 


Approximately 700 companies, in- 
cluding members, state service sub- 
scribers and manual purchasers, are 
participating in the program. The bu- 
reau expects to effect a saving of 
nearly $1 million by next year for 
member and subscriber companies. 

Prior to 1961, bureau members paid 
the printing cost for the manuals and 
subscribers of independent companies 
paid twice the printing cost, there 
being no limitation as to who could 
purchase manuals except that the 
special auto policy program was 
available only to members and sub- 
scribers. National Bureau executives 
at a meeting in November of 1960, ap- 
proved a program designed to spread 
the cost of developing the manuals 
among all companies which used them. 
The bureau, as a rate making or- 
ganization, collects statistics, combines 
them, interprets them, and settles on 
the best consensus for practical and 
desirable rules and rates. After the 
rule and rate program is developed, 
the bureau makes appropriate filings 
on behalf of its members and sub- 
scribers, and when they are approved, 
rules and rate pages are distributed 
to manual holders. Before the new 
jprogram was adopted, the manual 
purchaser companies were at liberty to 
use the bureau rules, classifications 
and rates for individual filings, often 
with only minor or no changes, with 


no development expense, and with a 
(CONTINUED ON PAGE 51) 


converts can be won by reading 
speeches about rate regulation. So 
much has been said already that the 
only way to change people’s minds is 
to sit down man to man. 


Opposed Idea 


The National Board, he said, never 
favored prior approval of rates. It op- 
posed the idea at the time of the all 
industry committee for the same rea- 
sons it opposes it now, that it feared 
domination and shackling of the busi- 
ness by people in public office. Those 
fears of the early 1940s are justified 
today, he declared. 

In those days of the drafting of the 
all industry bill, the producers took 
no position on either side of the rate 
question. 

Insurance commissioners who op- 
pose any change from the prior ap- 
proval approach are genuinely con- 
cerned that less than what they have 
might be damaging to the public in- 
terest and lead to insolvencies, Mr. 
Berry said. Official position of the 
National Assn. of Insurance Agents is 
that there be no change from the pre- 
sent system, but Mr. Berry said he 
has detected an in-between pattern 
favored by some state associations. 
On the other hand, in some states 
with no prior approval laws, agents 
have been instrumental in having prior 
approval bills introduced in the legis- 
lature. 


No Question Of Sincerity 


There is no question about the sin- 
cerity of the commissioners’ fear that 
the solvency balance might be upset 
under no prior approval, Mr. Berry 
said, adding that he hopes the record 
might be used to prove that this need 
not be a deterrent, that management 
is the real key to solvency. Some of 
the other objections he termed non- 
substantial, among these the concern 
that under no prior approval compa- 
nies would file rates every 30 or 60 
days, a penny lower each time, in 
order to keep their filing from being 

(CONTINUED ON PAGE 52) 


On Communications; 
New NAIA Plan Set 


Agent-Company Co-op Ad 
Campaign Starts In 1962; 
Agent Awards Promoted 


By JOHN N. COSGROVE 


NEW YORK—Ad managers at the 
midyear meeting here of Insurance 
Advertising Conference were reminded 
by John P. Kelley, ad director of Good- 
year Tire & Rubber Co., that adver- 
tising is primarily “telling not selling.” 
He cautioned his audience not to be- 
come identified with the “sales curve,” 
but to concentrate on their function as 
communicators. His advice keynoted 
the meeting’s theme of communications 
in depth. 

Frank Schaffer, Doremus & Co., Big 
I ad agency, introduced the National 
Assn. of Insurance Agents’ plan for 
cooperative company-agency advertis- 
ing. 


100 On Hand 


Nearly 100 were on hand for the af- 
fair at which the insurance ad men’s 
expanding role in reaching broader au- 
diences with their companies’ mes- 
sages was reflected. 

Mr. Kelley had other good advice 
with regard to the problem of getting 
an ad budget accepted by top man- 
agement. The advertising men should 
approach this task from the viewpoint 
of the top company officials and “speak 
their lingo.” A vital necessity is to put 
10% of the ad budget into research 
projects so that management can be 
sold on the basis of hard facts. 

Melvin H. Blackburn, Aetna Casu- 
alty, chairman of the expanded IAC 
award program, reported that mem- 
ber companies have already “entered”’ 
approximately 2,000 producers in next 
year’s competition. They are being 
chosen by field men, and screened 
through the latter’s advertising depart- 
ments. Mr. Blackburn considers this 

(CONTINUED ON PAGE 42) 





Clarke Smith, 
president of Roy- 
al-Globe, and Lil- 
lian Hughes of the 
group’s Christmas 
fund committee 
look over part of 
the collection of 
toys and dolls don- 
ated by employes 
for children in 
homes and hospi- 
tals. The group’s 
employe - spon- 
sored Christmas 
projects also in- 
clude gifts for 
hospitalized serv- 
icemen and provi- 
sion for needy 
families of cloth- 
ing, toys, a tree 





with decorations and Christmas dinner with all the trimmings. 
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Shepard, Whitford, 
Daum And Noyes 
Named By Reliance 


Two Reliance officers—Raymond G. 
Shepard, vice-president and manager 





R. G. Shepard 


George V. Whitford 


of the New York department, and 
George V. Whitford, vice-president and 
manager of the western department— 
are assuming new executive responsi- 
bilities at the home office. 

Mr. Shepard will take charge of fire 
and marine field operations in the New 
England and middle Atlantic territor- 
ies, and Mr. Whitford will have similar 
responsibility for all other areas. 

Richard W. Daum, secretary, replaces 
Mr. Shepard in the New York depart- 
ment, and Harry J. Noyes, secretary, 
succeeds Mr. Whitford. 

Mr. Shepard joined Reliance in 1941 
as marine special agent at Newark 
and in 1947 was named marine super- 
intendent of agencies. He was elected 
secretary in 1950 and named head of 
marine operations in 1954. He is a dir- 
ector of New York Board, American 
Institute of Marine Underwriters, 
Lloyd’s Register of Shipping, Board of 
Underwriters of New York, and is on 
the executive committee of Inland 
Marine Underwriters Assn. 


Other Careers 


Mr. Whitford, with Reliance since 
1936, was a marine special agent in the 
midwest before becoming assistant 
manager of the western department 
in Chicago. He was named secretary in 
1950, vice-president in 1954, and head 
of the western department in Madison, 
Wis., in 1957. He is secretary of Society 
of CPCU and is a director of Under- 
writers Service Assn. and Underwriters 
Adjusting Co. 

Mr. Daum was with Northern As- 
surance before joining Reliance in 
1945. He was made assistant manager 
of the New York department in 1949 
and was elected secretary in 1955. Mr. 
Noyes entered the business in 1933 
with Johnson & Higgins and after 
agency experience went with Reliance 
as marine state agent in Ohio. He was 
transferred to the home office in 1950 
and became marine superintendent 
and then manager of the marine de- 
partment. He was named assistant sec- 
retary in 1956 and secretary in 1957 
when he was assigned to the western 
department as assistant manager. 


Horr Named Treasurer 


Robert G. Horr Jr., assistant treas- 
urer of Agricultural, has been elected 
treasurer. He was with Bank of New 
York prior to joining Agricultural in 
1955. He was elected assistant treas- 
urer in 1960. R.G. Horr is president of 
the company. 

Harold W. Tomlinson, formerly vice- 
president and treasurer, will continue 
as financial vice-president for the 
companies of Agricultural group. 
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National Bureau Replies Many Oppose N.A. 


To Wrap-Up 


Soundly conceived plans of wrap-up 
rating are in the best interest of the 
insuring public, Richard Elliott, mana- 
ger of the general liability division of 
National Bureau, said in a statement 
filed with the New York department. 
The latter has been conducting hear- 
ings on a North America proposal to 
write workmen’s compensation and 
general liability on construction of New 


- York City Housing Authority. 


The bureau in its memorandum takes 
up the many objections to the plan 
that have been made to the department 
and answers them. 

It has been charged that wrap-up 
rating plans in general, and North 
America’s plan in particular, violate 
the state’s general business law, which 
declares illegal and void “contracts or 
agreements for monopoly or in re- 
straint of trade.” 


Only Assertions 


These are nothing more than asser- 
tions, the bureau states. The commu- 
nications to the department do not 
contain a shred of evidence in support 
of this far fetched allegation. Wrap-up 
rating, like any other form of rate 
making, is subject to regulation under 
article VIII of the New York insurance 
law and accordingly is not subject to 
New York or federal anti-trust laws. 
The “anti-trust” charges made by the 
opponents of wrap-up rating are fri- 
volous. 

It also has been alleged that the 
proposed wrap-up rating plan and 
wrap-up rating in general constitute 


Criticisms 
an unfair method of competition. 

This allegation is also an assertion 
unsupported by factual proof. One let- 
ter to the department refers to section 
210 of the New York insurance law 
and section 442-a of the penal law, 
violation of which constitutes an unfair 
method of competition within the 
meaning of section 273 of the insur- 
ance law. Section 210 is totally inap- 
plicable to wrap-up rating for general 
liability and WC since it applies ex- 
clusively to discrimination as to bro- 
kers in connection with policies of in- 
surance on mortgaged property issued 
by life insurance companies, the bu- 
reau stated. Section 442-a of the penal 
law is also totally inapplicable, since it 
is concerned exclusively with the 
placement of insurance in connection 
with the business of financing the pur- 
chase of real or personal property or of 
lending money on the security of such 
property. 

Another letter to the department 
charges that wrap-up rating would 
violate sections 442-b and 442-c of the 
penal law, which also deal with unfair 
competition within the meaning of sec- 
tion 273 of the insurance law. These 
charges also are unfounded. Section 
442-c relates exclusively to the place- 
ment of surety bonds in connection 
with public building or construction 
contracts. Section 442-b applies to WC 
(“insurance provided in discharge of 
any statutory requirement of this 
state”), but its prohibition extends ex- 
clusively to persons, firms or corpora- 

(CONTINUED ON PAGE 237) 
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At Leslie H. Cook, Inc. the pro- 
ducer finds seasoned, capable han- 
dling for important risks. Here he 
is provided with clear-cut advan- 
tages in today’s highly competi- 
tive sales atmosphere . . . resource- 


creative performance that 


justifies the confidence of the 
assured. 

Yes, at Leslie H. Cook, Inc. 
you will discover the strength that 
placement for your important 
clients demands. 


N\ ° 
lie H.Cook 





INCORPORATED 


175 WEST JACKSON BOULEVARD -+CHICAGO 4-ILLINOIS 


WABASH 2-8783 
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CHAPEL 7-2534 


REINSURANCE, Treaty Facultative » SURPLUS LINES, All Forms + EXCESS COVERS 
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Wrap-Up Proposal 
At N. Y. Hearing 


NEW YORK—An overflow crowd of 
more than 80 turned out for the second 
session of the insurance department’s 
hearing on a proposal by North Amer- 
ica to write workmen’s compensation 
and general liability on all New York 
City Housing Authority construction 
projects under a single wrap-up pro- 
gram. New York Compensation Insur- 
ance Rating Board and National Bu- 
reau had declined to file the plan for 
North America. The latter, while 
strongly in favor of the wrap-up ap- 
proach, was not sure the North Amer- 
ica proposal is legal, for one reason be- 
cause it covers many rather than a 
single site. 

Of approximately 30 communications 
to the department regarding the plan 
practically all are against it. In fact, 
aside from North America, New York 
City Housing Authority, and National 
Bureau, everyone expressing himself 
so far has been opposed to it. 

The opposition includes Mutual 
Agents Assn. of New York State, 
Greater New York Brokers Assn., elec- 
trical contractors, Assn. of Brick Mason 
Contractors, Assn. of Contracting 
Plumbers, Brokers Assn. Joint Council, 
a group calling itself the Committee 
Against Wrap-Ups, and many more. 

The insurance department has not 
indicated its position but will rule on 
the plan later. 

At this session of the hearings, Na- 
tional Bureau put in a lengthy discus- 
sion of what it regards as the principal 
issues raised by the wrap-up rating 
approach and the answers to them. 
This discussion is reported separately. 
John N. Reid of Watters & Donovan is 


counsel for the bureau, which was also 
(CONTINUED ON PAGE 33) 


Espie Is New Head Of 
Accountants’ Society 


Society of Insurance Accountants at 
its annual meeting in New York elected 
Robert G. Espie, Aetna Casualty, pres- 
ident to succeed John B. Stewart, Fire- 
man’s Fund. Other new officers are 
William J. Robinson, North America, 
executive vice-president, and Samuel 
H. Gamble, Great American, vice-pres- 
ident. 

Reelected were Finn D. Nilsson, 
Royal-Globe, treasurer, and Everard P. 
Smith, retired U. S. manager of Nor- 
wich Union, secretary. Named to the 
executive committee were Mr. Stewart, 
William G. Bregartner, Chubb & Son, 
and Arthur E. Crandall, Phoenix of 
Hartford. 





Lloyd's Elects Milligan 


P. W. Milligan, a director of Sedg- 
wick Collins & Co., has been elected 
chairman of Lloyd’s for 1962. J. N. S. 
Ridgers, a marine underwriter, was 
elected deputy chairman. 

Mr. Milligan was elected an under- 
writing member of Lloyd’s in 1934. He 
has been a member of the Committee 
of Lloyd’s since 1954 and was deputy 
chairman of Lloyd’s in 1957 and 1960. 
He is a non-marine underwriter. He 
was chairman of Lloyd’s Underwriters’ 
Fire & Non-Marine Assn. in 1958. 

Mr. Ridgers became an underwriting 
member of Lloyd’s in 1932 and became 
a member of the Committee of Lloyd’s 
in 1957. He is chairman of Lloyd’s 
Underwriters’ Assn. He has been a 
member of the Salvage Assn. commit- 
tee since 1953. 
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SING WITH BING 


For the seventh consecutive Christmas Eve, INA and 
17,000 independent local agents invite you to join Bing 
Crosby, Kathryn Crosby, Edgar Bergen and Charlie 
McCarthy, and Rosemary Clooney—with Paul Weston’s 
Full CBS and CBC radio networks, plus 
Armed Forces Radio and Voice of America. 


Orchestra. 


CBS RADIO NETWORK—Sunday, December 24 
6:10 to 7 p.m. E.S.T., C.S.T., P.S.T.—7:10 to 8 p.m. M.S.T. 
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INSURANCE COMPANY OF NORTH AMERICA 


World Headquarters: Philadelphia 
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Bigham Named 
President Of 
Seibels, Bruce 


Seibels, Bruce & Co. has elected 
James Bigham president to succeed 
John J. Seibels, who will continue as 
chairman. 

Mr. Bigham, who had been senior 
executive vice-president, has spent his 
entire business career with the com- 
pany. He is executive vice-president 
South Carolina Ins. Co., vice-president 
Consolidated American, and a member 
of the executive committee of South- 
eastern Underwriters Assn. 

General Adjustment Bureau has pro- 
meted Jacob L. Froess to resident ad- 
juster at a new office in Alamosa, Col. 
He has been at Denver since 1949. 


HeNATIONAL UNDERWRITER 


Sees Farmowners As Stock Edge On 
Mutuals, Urges Latter To Use It 


A revolution in farming operations 
has brought about a complete change 
in insurance requirements for the 
farmer, according to W. H. Rodda, 
manager of Transportation Insurance 
Rating Bureau. In a talk at the Mutual 
Insurance Technical Conference at 
Chicago, he stressed the advantages of 
the stock companies in meeting these 
new requirements. 

Their weapon is the farmowners 
policy, deliberately designed to corral 
as much as possible of the preferred 
farm risks. One of its competitive fea- 
tures is the absence of any permission 
or provision for other insurance. The 
policy is also designed to cover farm 


PRIMARY COVERAGES IN ILLINOIS 


WORKMEN'S COMPENSATION 
AUTGMOBILES & TRUCKS 
OLT..-MFRS. & CONTRACTORS 
COMPRERENSIVE GEN'L. LIAB. 
COMPREHENSIVE PERSONAL LIAB. 
PRODUCTS LIABILITY 


GARAGE & DEALERS LIAB. 
LIQUOR LIABILITY 
MALPRACTICE LIABILITY 
BEAUTY SHOP LIABILITY 
BURGLARY 

PLATE GLASS-50/50 


% Special Retros on Large W.C.-Liab.-Fleets, Etc. 


EXCESS LIABILITY 


All Srd Party Liability including Excess 
igned Risk Auto Limits to 
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SURPLUS LINES 
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property where the operations are 
either in the hands of the owner or un- 
der his direct supervision. 

The present trend indicates that a 
larger and larger portion of the desir- 
able farm business will be written un- 
der farmowners, and that it will be 
placed increasingly in the stock com- 
panies. Only a small proportion of the 
larger mutuals are writing farmown- 
ers, and the local farm mutuals have 
not moved in any great number to meet 
the loss of business now facing them. 
The question for the larger multiple 
line mutuals is whether it is feasible 
and desirable for them to enter the 
farm field and write business under 
farmowners, Mr. Redda said. 


Value, Hazards Multiplied 


Insurance on farms is now directly 
comparable to that on city business, 
he continued. In the past, fire insur- 
ance was feasible on a local basis for 
several reasons. The values were not 
high. A generation ago, a farm with 
$10,000 worth of property was a big 
one. The only hazards which the far- 
mer recognized were fire and wind- 

(CONTINUED ON PAGE 29) 


GAB Reports: $9 Million 
Paid Already On L.A. 


Brush Fire Cases 


LOS ANGELES—Final loss pay- 
ments, totaling $9 million, have been 
made in 72% of the cases assigned to 
General Adjustment Bureau as a re- 
sult of the disastrous, early November 
brush fires here. 

Phil Simkins, GAB regional mana- 
ger, said that in most cases still open 
policyholders have requested more time 
to finish their inventories of posses- 
sions lost. “Under ordinary circum- 
stances, drafting an inventory from 
memory is time consuming, and losses 
in this fire are far from ordinary. In 
many of these homes the value of con- 
tents destroyed was as much or more 
than the value of the building, making 
the job even more difficult for the in- 
sured,” Mr. Simkins siad. 

He noted that accurate inventories 
which will show both the insured and 
uninsured loss become extremely im- 
portant to the homeowner as a sup- 
porting record for income tax purposes. 

MR. Simkins indicated many capit- 
al stock companies represented by 
GAB have made advance partial 
payments to their policyholders, when 
needed, to remove any economic pres- 
sure for early settlement the home- 
owner might otherwise feel. 

Already, more than $700,000 has been 
allocated by the stock companies for 
payment to their policyholders as ad- 
ditional living expenses. It was pointed 
out that in many cases the insurance 
policy provides reimbursement for ex- 
tra expenses incurred through taking 
up semi-permanent residence while 
permanent homes are rebuilt. 


Fulton Ad Manager Of 
Employers Liability 


Employers Liability group has ap- 
pointed Alexander M. Fulton adver- 
tising manager. Previously for 11 years 
he was in advertising and sales promo- 
tion with manufacturers of scientific 
equipment. He holds a degree in busi- 
ness administration from Boston Uni- 
versity. 
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Atlantic Mutual's 


Elevated Officials 
Have Broad Careers 


Robert M. Perce, who has been 
named senior vice-president of At. 
lantic Mutual in 
charge of produc- 
tion and business 
development, was 
in the agency 
business’ before 
joining the compa- 
ny in 1941 as a 
special agent. He 
was named gener- 
al manager of the 
midwest division 
in Chicago in 1952 
and was elevated 
to vice-president 
in 1955. He has been at the home office 
since 1960. 


E. V. Silver Jr., new senior vice- 


president in charge of underwriting, 
was with Fireman’s Fund for 26 years 


Robert M. Perce 





E. V. Silver Jr. 


E. Kenwood Hawley 


before going with Atlantic Mutual in 
1955 as vice-president in charge of 
the multiple lines department. 

E. Kenwood Hawley, who is elevated 
from secretary to vice-president, was 
with Aetna Casualty and Fireman’s 
Fund before joining Atlantic Mutual 
in 1957. He was named secretary in 
1959. Mr. Hawley is in charge of the 
casualty department. 











FIRST BOOK ON SELLING 
SKILLS FOR INDEPENDENT 
AGENT AVAILABLE SOON! 


Insurance educator and a sales training 
expert have teamed to write first com- 
plete, proven guide for effective general 
insurance selling. Teaches how to over- 
come premium differences, build blocks 
for successful interviews, make tele- 
phone pay, plus many other success 
techniques. Truly a first for the industry 
and the independent agent, this com- 
plete manual of professional selling 
skills for the independent agent is not 
duplicated anywhere. Match your 
professional service with professional 
selling. Advance orders accepted for 
February publication. Use convenient 
coupon below for 10-day trial, your 
money back if not satisfied. 


ADAMS INSTITUTE 
OF MARKETING, INC. 
Johnson Building, Shreveport, Louisiana 


| 

| 

| 

| Reserve my copy of Insurance 
| Sales Guide and Sales Kit at in- 
| troductory offer of $8.50. 

| Adams Institute of Marketing 

| I understand my money will be 
| refunded if I am not satisfied. 
Check enclosed. (M1U) 

| 

| 

| 

| 

| 

| 


Name—— = 
Company 
Street ; ee 








Dece 


Cut 
The 
forms 
Assn. 
will bé¢ 
partm¢ 
progra 
reau a 
Nation 
and M 
It was 
ing of 
many 
tor ve 
Fina 
than 2 
ports 
unifor: 
Since 
been 
saved 
thousa 
maint 
tional 








= J 


exists 
appro 
Arkat 
trict ¢ 
ho, Ie 
Louis 
pi, MW 
Ham} 
North 
Rhod 
ginia, 








a 
- oo 
= 

pe) 

~ 








XUM 


196) 





rce 


ffice 


vice- 
ting, 4 
ears 


a 
. 
A 














XUM 


December 15, 1961 


FR Forms Program 
Cuts Costs Sharply 


The uniform financial responsibility 
forms program approved by American 
Assn. of Motor Vehicle Administrators 
will be used by the motor vehicle de- 
partments of 35 states by Jan. 1. The 
program was initiated by National Bu- 
reau a year ago and was endorsed by 
National Assn. of Independent Insurers 
and Mutual Insurance Rating Bureau. 
It was developed to simplify the handl- 
ing of these forms and incorporates 
many recommendations made by mo- 
tor vehicle administrators. 

Financial responsibility had more 
than 200 forms excluding accident re- 
ports in use in the states before the 
uniform forms program was adopted. 
Since then 145 separate FR forms have 
been eliminated. This has already 
saved the insurance business many 
thousands of dollars in printing and 
maintenance costs, according to Na- 
tional Bureau. It has also helped state 
motor vehicle administrators by sim- 
plifying their work flow processes and 
decreasing the possibility of errors in 
filing procedures. 


Other States Willing 


Other states have indicated a willing- 
ness to adopt the program and details 
are now being worked out with admin- 
istrators. The bureau hopes that by the 
enf of 1962 the program will be adop- 
ted in every state where an FR law 
exists. At present the program has been 
approved by Alabama, Alaska, Arizona, 
Arkansas, Colorado, Delaware, Dis- 
trict of Columbia, Florida, Hawaii, Ida- 
ho, Iowa, Indiana, Kansas, Kentucky, 
Louisiana, Maine, Maryland, Mississip- 
pi, Missouri, Montana, Nevada, New 
Hampshire, New Jersey, New Mexico, 
North Carolina, North Dakota, Ohio, 
Rhode Island, South Dakota, Utah, Vir- 
ginia, and Wisconsin. 


Kratovil Again Marine 
Unit Head; Nuclear 


Protection Discussed 

Emil O. Kratovil, Carpinter & Baker, 
was reelected president of American 
Institute of Marine Underwriters and 
of Board of Underwriters of New York 
at the annual meeting in New York. 
Other officers were also reelected. 

In his remarks at the meeting, Mr. 
Kratovil noted that insurance of the 
liabilities involved in nuclear cargo 
and nuclear powered ships will de- 
pend upon inter-governmental agree- 
ments and essential national legisla- 
tion. 

The American market recognizes 
that it will be some years before there 
is a need for a full solution to the 
problem of providing such protection, 
he observed, but because of the high 
amounts involved it is essential that 
governments reach early agreement 
on liability limits with respect to such 
vessels. 

Directors named are Roy E. Carr, 
Providence Washington; W. H. Curwen, 
Royal-Globe; Robert L. Maxwell, 
Home; Gilbert B. Oxford, Boston, and 
John C. Ulreich, Commercial Union. 


Phoenix Promotes Gray 


Edward A. Gray has been promoted 
to assistant manager of the New York 
metropolitan department of Phoenix 
of Hartford group. He joined the com- 
pany in New York in 1949 and was 
transferred to the home office special 
risk and inland marine departments 
in 1951. In 1952 he went to the Mon- 
treal office and in 1953 was appointed 
assistant manager at Toronto. 
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Cal. Assigned Risk 
To Ask Driving Data 


After March 1, 1962, applications 
in California for insurance will not be 
accepted for assignment to companies 
unless accompanied by the official 
driving record of the applicant and all 
other drivers of the insured car, Cali- 
fornia Automobile Assigned Risk Plan 
has announced. 

Thomas G. Aston Jr., plan manager, 
said that various producer groups as 
well as companies favored the change 
because it would eliminate confusion 
as to the exact record of an applicant. 
“Many people quite honestly cannot 
remember their traffic violation re- 
cords,” Mr. Aston said, “and if a pre- 
mium is determined on a partial driv- 
ing record, cost of obtaining the infor- 
computed on the basis of the final in- 
formation from Sacramento.” 

Producers will be able to use a sim- 
ple form for requesting information 
from the state on an applicant’s driv- 
ing record; cost of obtaining the infor- 
mation to be borne by California Auto- 
mobile Assigned Risk Plan. 

According to the state motor vehicle 
department, the information will be 
available within 48 hours and a search 
of all out-of-file and in-process records 
will be made. The plan has the appro- 
val of Commissioner F. Britton Mc- 
Connell. 


Maine AR Revision 


Maine has approved a revision in 
rules governing the handling of auto- 
mobile assigned risks, effective Jan. 1. 
Rates will be uniform for all insurers 
and will be based on the plan’s own 
experience. Agents will get an 8% 
commission with a $4 minimum, and 
the fifth revision of the standard auto- 
mobile liability contract will be used 
for private passenger cars. Insurers get 
a credit in assignments for voluntarily 
writing class 2 risks. 


Jacobs Tells How Marketing Function 
Was Revised In All Basic Aspects P 


The insurance business belatedly 
realized that its marketing hat was on 
backwards, J. P. Jacobs, president 
Hardware Mutuals of Stevens Point, 
declared in a talk at Mutual Insurance 
Technical Conference in Chicago. 

In describing the steps his own or- 
ganization took to reorganize com- 
pletely its home office marketing set- 
up, Mr. Jacobs noted that the group 
has present expectations of a volume 
in excess of $110 million, equally di- 
vided between commercial and per- 
sonal lines. About 800 direct-writer 
salesmen will produce this. 


New Marketing Focus 


Mr. Jacobs stressed the new mar- 
keting focus on the consumer and his 
needs, and sketched other elements 
of the “revolution” in the business be- 
fore describing how his own company 
was hit hard in its home state about 
six years ago. The company is the 
second largest writer of private auto 
insurance in Wisconsin, Farmers of 
Madison being the leader. The Wis- 
consin district manager of Hardware 
Mutuals reported that private pas- 
senger renewals were falling off seri- 
ously. It seemed that a company, with 
constant exposure to people “over the 
counter,” had accumulated a substan- 
tial file of expiration dates. Its sales- 
men had developed a neat sales pitch: 
“Why not use your dividend check as 
the down payment on a cheaper pol- 
icy?” 

Price Not Enough 


Mr. Jacobs’ company countered fire 
with fire. It developed a “net-rate” 
auto policy. Although this ran counter 
to the tradition of a dividend paying 
mutual, its success in meeting the 
competitive threat established firmly 


the necessity of a low going--a price 
in today’s market. A similar policy was 
adopted by the company in California 
in 1959. 

The company, however, was con- 
vinced that it could not long survive 
with low prices as the sole marketing 
weapon. It realized that the revolu- 
tion in marketing made mandatory 
equally drastic changes in home office 
organization, and these were under- 
taken. Relatively few revisions were 
necessary in field organization, except 
to move all sales, claims and under- 
writing functions closer to the cus- 
tomer. 

In May, 1960, marketing organiza- 
tion was streamlined when all home 
office functions were divided into 
three areas of responsibility. Staff fun- 
ctions reported to the president. All 
operations—home office, field and data 
processing center—reported to the ex- 
ecutive vice-president operations. A 
new position, executive vice-president 
marketing, was created, and later in 
the year a new marketing staff or- 
ganization was created in the home 
office. 


Other Changes 


Sales and underwriting have dis- 
appeared as functional units, but few 
changes were made in staffing. Sales 
and underwriting personnel assumed 
new positions and new responsibilities. 
No one sells more effectively than a 
good underwriter turned salesman, Mr. 
Jacobs observed, if he keeps in mind 
top priority of surplus growth. 

Field underwriting and sales de- 
partments had never been directly 
controlled from the home office and 
they do not now receive direction from 

(CONTINUED ON PAGE 51) 
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Measuring Ad Results Is Complex; 
Vatiues Lie In Total Marketing 


By JOHN N. COSGROVE 


Insurance executives—in common 
with management in other types of 
business—have long puzzled over the 
question of how to measure the effec- 
tiveness of advertising. Now that in- 
surers of all types are becoming in- 
creasingly competitive and are in- 
creasing their advertising budgets, 
the question becomes even more im- 
portant. 

Up to now, no satisfactory standard 
for gauging the performance of ad- 
vertising has been developed. A re- 
cent report on the subject by Assn. 
of National Advertisers has 


some 





merits, although they are more neg- 
ative and cautionary than positive and 
specific. 

For example, the report points out, 
as many “experts” have done in the 
past, that sales results alone are not 
a measure of ad performance. Adver- 
tising, the report notes, is only one of 
a number of marketing forces that 
may lead to a sale. The other factors 
include the appearance and quality of 


.the product, price, point of purchase, 


package design, personal selling, pro- 
motion, and publicity. 

It is significant that the most im- 
portant factor of all—the nature of 
the product—was not mentioned. The 


basic product is what determines the 
marketing procedure. Some _ products 
can be marketed through an adver- 
tising program alone. The mail order 
business provides proof. That flourish- 
ing business contraverts the assertion 
that sales results alone are not a good 
measure of ad _ performance. Of 
course, the word “ad” here includes 
paid space, direct mail folders, letters 
and the like, but the full burden of 
marketing in mail order rests on ad- 
vertising. 


Is An Exception 


But this is an exception that proves 
the rule that sales results should not 
be equated with advertising effective- 
ness. In other lines of business, the 
products are radically different from 
the elementary wares of mail order 
houses. This is particularly true of 
insurance. Its intangibility demands— 
as few if any other products do—full 
and unremitting use of all other 
marketing forces in addition to adver- 
tising. 

When the purveyors of most other 
products advertise, they are trying to 
reach and sell to anyone who can pay 
for the item concerned. When _in- 
surers advertise, they are aiming at 


(CONTINUED ON PAGE 31) 





U.S. Survey Shows More 
Than 50% Of Aged With 
Some Hospital Coverage 


The hospital costs of more than one- 
half of those people over age 65 who 
have been hospitalized between June, 
1958, and June, 1960, were covered at 
least in part by some form of private 
health insurance, according to a survey 
conducted by U.S. Public Health Ser- 
vice. 

The service surveyed some 75,000 
households, comprising 245,000 people, 
for its sampling. The survey encom- 
passed only personal hospital coverage 
and did not include such other sources 
of payment for hospital bills as medi- 
cal and surgical insurance. 

In the service’s sampling, it was 
found that 53% of the men over 65 had 
some part of their hospital bills cov- 
ered, while 49% of the women were so 
covered. 

In age groups under age 65, the sur- 
vey shows, 71% of male hospital pa- 
tients were covered and in some age 
groups the total rose as high as 76%. 
Also, the higher the income of a group, 
the larger was the proportion of those 
having some form of hospital coverage. 
The range started with about 40% in 
families with incomes under $2,000 
annually, to 81% in families with an- 
nual income of $7,000 and more. 
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Many IM Rates Rise. 
Garment Floater Is 
Completely Revised 


A number of changes have been 
filed by Inland Marine Insurance Bu- 
reau, effective Jan. 1. Decreases are 
being made in floor plan and equip- 
ment dealers coverages. On the first, 
rules presently provide for a decrease 
of 10% from rates developed by the 
filed formula; this reduction is in- 
creased to 20%. On the second, the pre- 
sent decrease of 8% from formula 
rates is increased to 15%. 

On all the other coverages involved 
in the filing, rates go up. Musical in- 
struments go from $3.20 to $3.50 per 
$100 for the first $500, from $1.30 to 
$1.45 for the next $1,000, and from 45 
to 50 cents for amounts in excess of 
$1,500. Personal jewelry rates outside 
specifically rated cities and counties 
increased from $1.20 to $1.45 for the 
first $5,000 and from $1.10 to $1.30 for 
more than $5,000. 

Stamp and coin collections rise from 
65 to 75 cents for the first $5,000, 40 to 
45 for the next $10,000, and 25 to 30 
for more than $15,000. Theatrical 
floaters, which presently require an in- 
crease of 25% over formula rates, will 
take a 40% increase. Travel baggage 
rates go up 25%. 


Revise Garment Floater 


The garment contractors floater has 
been completely revised, along with 
the rules and rating formula. Coverage 
is broadened. Basic rates remain un- 
changed except for men’s and boys’ 
wear, on which they go up 20%. Some 
of this increase is offset, however, by 
changes made in other parts of the 
formula. Value reporting provisions 
are discontinued and replaced with 
gross sales forms. Insured has the op- 
tion of reporting by month, quarter, 
six months, or a year. This filing has 
already become applicable in most jur- 
isdictions. 

The personal property floater rates 
have been changed, all up but one, in 
several specific territories. 


NAIA Sesnetinn Meet 


National Bureau’s franchise filing 
and credit card travel coverage are 
agenda topics for the meeting this 
weekend in New York of the executive 
committee of National Assn. of Insur- 
ance Agents. 

A progress report on the Big I cam- 
paign and other aspects of NAIA acti- 
vity are other features. Under consi- 
deration also are plans for the midyear 
meeting in Albuquerque April 29-May 
1 and for the annual in Washington 
Sept. 25-26. 





PRODUCTION POSITIONS 
Available in all areas—Junior Special Agent 
— State Agent — Supervisory 
$9,000 - $6,500 


N-1378 — Tenn. Fire Spec. Agt. 
N-1379 — Wisc. Cas. Spec. Agt. 
N-1380 = Ohio Sales Prod. Supvr. 
N-1381 Ind. Fire Spec. Agt. 
N-1382 So. Ill. Cas. Spec. Agt. 
N-1383 Ky. Jr. Bond Agt. 
N-1384 Ohio Fire/Mar. S. Agt. 
N-1385 Mich. Fire/Mar. S. Agt. 
N-1386 lowa Cas. Spec. Agt. 
N-1387 Ky, Cas. Prod. Supvr. 





MULTIPLE LINE HOME OFFICE AGENCY DIRECTOR 
$15,000 — N-1388 


A highly recommended opening for qualified individual desirous of taking full control of 
Agency Department. College degree mandatory. Age to 42. Employer interested only in 
individual with Home or large Branch Office Company experience plus a background of 
at least five years supervising the activities of Special Agents. Will have full administra- 
tion of the Department. Potential to grow into top management position important. 


Eastern State. 








Please refer to job number in responding. Write for our brochure ‘“‘HOW WE OPERATE.” All inquiries 
given confidential handling. No obligation to register. 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells 


HArrison 7-9040 


Chicago 6, Ill. 





CASUALTY UNDERWRITING MANAGER 
Midwest — $13,500 
N-1389 


Leading progressive American Agency Sys- 
tem Company, housed in city with popula- 
tion under 100,000. Full control of all 
Casualty Underwriting Department func- 
tions—supervision of staff. Age to 45. 
Minimum two years college. Background of 
at least 10 years across the board Casualty 
Underwriting experience, currently super- 
vising Department. It is mandatory that 
individual have “heavy” commercial lines 
experience—Comp-Liab., etc. 





A large number of employers are con- 
tacting us regarding their coming year 
expansion programs. Comprehensive se- 
lection of positions available. All lev- 
els — Junior to Executive — through- 
out the country. 
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Canada’s position regarding unli- 
censed insurance, insurance law and 
tax laws applying to insurance is not 
static. Anyone concerned with Cana- 
dian risks must keep informed or face 
the danger of unexpected penalties or 
sudden changes in past arrangements, 
according to John F. Bray, insurance 
manager Imperial Oil Limited. 

In a talk at the Pipe Line Insur- 
ance Managers Conference at Okla- 
homa City, Mr. Bray noted that there 
have been material changes in Cana- 
dian regulation in 1961 and there are 
more to come in the near future. 

As background, Mr. Bray reviewed 
the supervising authorities in Canada. 
As to insurance companies and their 
licensing, each of the 10 provinces has 
its own insurance act and a superin- 
tendent to enforce it; each of the two 
northern territories has an insurance 
ordinance and a commissioner to en- 
force it. In addition, there is a federal 
act with federal licensing and a fed- 
eral superintendent, a feature lacking 
in the U.S. 


Other Rules 


Companies of Canadian origin may 
operate with a provincial license only, 
although many have the federal li- 
cense as well. With one exception, 
however, all companies of foreign 
origin must have a federal license plus 
provincial licenses in those provinces 
where they do business, if they are to 
be considered as admitted. The excep- 
tion is London Lloyd’s which is li- 
censed provincially. Under the law in 
almost all provinces, the issuance of a 
policy covering a property, risk, ex- 
posure, or a liability in the province 
is defined as doing insurance business 
there, Mr. Bray explained. 

Agents and brokers are not under 
federal supervision, but must secure 
licenses from the provinces and ter- 
ritories where they have risks insured. 

With regard to tax authorities, Mr. 
Bray said that premium taxes—gen- 
erally at the rate of 2%—are levied 
on licensed insurers by the provinces 
only. All companies must pay the fed- 
eral income taxes and, in addition, 
there are now some provincial income 
taxes. 


Authorities Bearing Down 


Unlicensed insurance is the area on 
which all the authorities in Canada 
are beginning to bear down harder 
with new regulations. As recently as 
last July, the federal tax law was 
changed. For many years prior to that, 
a federal tax of 10% of premiums had 
applied to insurance on property with 
unlicensed insurers. Under the new 
amendment, the tax applies to all 
classes, except marine, life and A&S, 
as well as, conditionally, some nuclear 
energy coverages. In Canada, inland 
marine does not come under this ma- 
rine exception. 

That is only the beginning, Mr. 
Bray continued. All provinces, except 
Newfoundland and Nova Scotia, col- 
lect a further tax on unlicensed in- 
surance, ranging from 2% of premium 
to as much as 50% in one instance. 

The insured:has the right to buy 
unlicensed insurance on his own risks, 
but from that point on, the require- 
ments become more and more ardu- 
ous. In the majority of provinces 
this can be done legally only through 
a broker specially licensed for the 
purpose. The insured, or the special 
broker in some cases, must then re- 
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Tells Of Canada’s Action On Law, 


Unlicensed Insurers, Tax Matters 


port his unlicensed purchase at least 
twice—federally and provincially—by 
a certain date each year. In one case, 
he must report within 30 days of the 
effective date. The taxes outlined 
must be paid, and there are penalties 
for late reporting. Failure to report, 
under some acts, can result in an ad- 
ditional fine of $50 per day for the 
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length of time the purchase has gone 
unreported. 

These laws apply to all companies 
‘conducting business in Canada. A 
company, or any of its subsidiaries, 
is deemed to do business in Canada 
and in the province involved, if it has 
any property, operations, office or 
even one employe there, Mr. Bray ob- 
served. 


Cites Pitfalls 


He said that in checking policies 
which apply in Canada, either en- 
tirely or as an extension of American 









Manager 


or worldwide coverage, two other pit- 
falls must be carefully watched: 

1. The identical company signing 
the policy must have a Canadian 
license. Many groups of insur- 
ance companies do not have all 
companies entered. 

2. Determining that the company 
has a federal Canadian license 
is not enough. You must verify 
that it has a provincial license in 
each province where you have 
exposure. Where the provincial 
licenses are lacking, it is unli- 


(CONTINUED ON PAGE 46) 








The more exacting your requirements, the more you will value 
the technical knowledge and uniquely coordinated services we 
have traditionally offered to independent agents and brokers. 


Chill Sey FCC. swoerwriters 


90 John Street, New York 38, New York 


FEDERAL INSURANCE COMPANY * VIGILANT INSURANCE COMPANY * THE MARINE INSURANCE CO., LTD. 
THE SEA INSURANCE CO., LTD. * LONDON ASSURANCE (MARINE DEPT.) * ALLIANCE ASSURANCE CO., LTD. 


Life Insurance, Accident & Health, Group Insurance through 
THE COLONIAL LIFE INSURANCE COMPANY OF AMERICA 
Affiliate of FEDERAL INSURANCE COMPANY 


Aviation Insurance through Associated Aviation Underwriters 
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NOW 


FIRE 
AND 
EXTENDED 
COVERAGE 








We have added 
FIRE & EXTENDED 
COVERAGE in 


if your client 
needs coverage on 
Public Liability, 


order to improve Property Damage, 
our facilities. Professional 
We now offer Malpractice, 
a complete multiple Bodily Injury, 
line underwriting Premium Financing 
service. Phone or or Financial 
write us today Responsibility. 
If it’s hardig@ place... 






KURT HITKE OMPANY, INC. 


175 W. Jackson Blyd., Chicago 4, Ill. 430 N. Fifth Street, Springfield, Ill. 
1776 Peachtree St., N.E., Atlanta, Ga. 1090 N.E. 79th St., Miami 38, Fla. 
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j;DEDUCTIBLE 
FIRE 


Here is an idea which will put 
new business on your books! 
Add Lloyd’s Deductible Fire to 
your portfolio of coverages. It's 
just the thing for large single 

or multiple location risks who want 
the cost-saving deductible fea- 
ture. But you'll need the expert 
touch of Leo B. Menner & Company 
to make each sale count. Drop 

f us a line today for a quotation on 
any risk where the Fire premium 
is $5,000 or more. 
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We serve agents, brokers 
and insurance companies, 


Insurance at 


REINSURANCE +l EXCESS AND SURPLUS LINES 


LEO R MENNER & COMPANY, ve. 


(LEO B. MENNER IN KENTUCKY, INC.) 


BOARD OF TRADE BUILDING § 141 WEST JACKSON BOULEVARD » CHICAGO 4 
PHONE « WEBSTER 9-7565 


© 
« 
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Eyes Rise In U. S. Excess Market, 
Cites Examples Of Broad Protection 


Unlike its application in the mass 
market, the single policy approach for 
fire and casualty hazards is not the 
solution to the complex problems of 
corporate coverage buyers, according 
to Thomas F. Sheehan, assistant vice- 
president Crum & Forster. He spoke 
at a seminar on custom designed in- 
surance, sponsored by Boston chapter 
of CPCU at the Harvard Club. 

The knowledgeable corporate buyer 
knows the needs of his company and 
‘realizes that no set of “standard” 
policy forms can fit these needs com- 
pletely and economically. He is able 
to analyze his firm’s risks, establish 
insurable values and determine the 
type and amount of coverage required. 
Moreover, he can ascertain what the 
protection should cost and the com- 
parative charges of full cover, deduc- 
tible or excess of loss, and self insur- 
ance. 


Former Limitations 


Too often, however, when the 
buyer’s analysis is completed and he 
approaches the insurance business 
with specific coverage in mind, he is 
told what standard policy he should 
buy, with as few changes as the 
printed endorsements will permit, or 
‘with the manuscript endorsements 
‘now approved, Mr. Sheehan observed. 

For too many years, the only market 
available to the corporate buyer for 
custom made coverage was London 
Lloyd’s, Mr. Sheehan continued. That 
facility’s flexibility makes it willing to 
entertain proposals to meet the spe- 
cific needs of any company. Thus the 


buyers have traditionally looked to it 
for capacity fire limits; high amounts 
of public and auto liability; catas- 
trophe limits above a self insured pro- 
gram, and for coverage on special 
events or high hazard operations un- 
attractive to the primary insurer. 
But the U. S. excess and surplus 
market has grown substantially in re- 
cent years, with particular interest in 
catastrophe coverage, Mr. Sheehan 
declared. He referred to his own 
group’s comprehensive form which 
floats above the primary policies for 
auto, public, employers and other lia- 
bility, and “drops down” to a minimum 
deductible of $25,000 where the loss is 
covered under the umbrella form. 


Examples Given 


Mr. Sheehan described the broad 
protection afforded by this form and 
noted its few exclusions. He illustrated 
his commentary by noting cases cov- 
ered by the comprehensive policy but 
not by primary insurance: 

1, In the operation of a metallur- 
gical firm's smelter process, sulphur 
dioxide gas was emitted from the 
stacks of the smelter, causing smoke 
damage to growing crops. The claim 
was settled for approximately $100,000 
in excess of self insurance of $25,000. 

2. In another case the insured was 
a brewer and yeast manufacturer. 
Waste material from the yeast was 
ejected into a river and upstream 
chemical substances also contaminated 
the water. During the summer, a dry 
spell brought the water level down 

(CONTINUED ON PAGE 34) 





Zurich Makes Changes 
At K.C., East Orange 


Zurich has transferred C. Richard 
Goff as manager from Kansas City to 





C. Richard Goff 


Jerry L. Stephenson 


East Orange, N. J. The latter office 
will now report directly to the home 
office. John T. Hughes, who had been 
manager at East Orange under New 
York supervision, has been named 
sales superintendent there. 

Jerry L. Stephenson, sales superin- 
tendent at Kansas City, has been ad- 
vanced to succeed Mr. Goff. H. A. 
Young Jr. has been transferred as su- 
perintendent of claims from Minnea- 
polis to East Orange. 


Goff’s Background Given 


Mr. Goff joined the company in 1957 
as midwest field representative at Kan- 
sas City. He was named manager in 
1958. Mr. Hughes went with Zurich in 
1959 at New York. 

Mr. Stephenson has been with the 
company since 1959, when he became 
sales manager at Kansas City. Mr. 
Young joined Zurich at Philadelphia 
in 1942. He was named claims super- 
intendent there in 1959 and superin- 
tendent of claims at Minneapolis in 
1960. 


General Accident 
Names McGuire 


General Accident group has ap- 
pointed John F. McGuire manager at 
Columbus, O. He entered the business 
in 1929 with American in New York 
and Ohio. Subsequently, he was with 


_ Indemnity of North America as spe- 


cial agent and supervising underwriter 
in Ohio. 

After Navy service he was with a 
Cleveland agency as associate man- 
ager. 


Rhode Island Fieldmen’s Assn. has 
elected Robert F. Staples of Home 
president, William J. Adams of Trav- 
elers vice-president, Edward H. Be- 
rube of New Hampshire secretary, 
and Richard Divver of Employers Li- 
ability treasurer. 





Lin-Burn, inc. 





London and other 
Fine Carriers. 


ONE Specialty ... 
MALPRACTICE for 
Hospitals, Nursing Homes 
and Associations of 
Doctors and Dentists . . . 
Contact Ralph Williams, Vice Pres. 
Lin-Burn, Inc. 
141 W. Jackson Blvd., Chicago 4, III. 
WEbster 9-3267 TWX CG 589 
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December 15, 1961 


By JOHN HAGENSICK 
Fire Loss Manager 
Reserve Of Chicago 


(Part two of two parts from a talk 
delivered at the University of Miami 
Fire Investigation and Subrogation 
Seminar.) 


Coinsurance can also become a double 
edged sword and cut back at the 
insurance company on a substandard 
risk. This paradoxical situation arises 
because the coinsurance clause is pre- 
dicated on the actual cash value (re- 
placement cost less depreciation) of 
the building and the market value is 
ignored. In order to meet fully the 
coinsurance requirement, an insured 
may be forced to purchase an amount 
of insurance far in excess of the pur- 
chase cost or capitalization of the 
building. Insurance brokers condone 
this action as they do not want their 
insured to be penalized on a partial 
loss. 

There have been cynical remarks 
about this disturbing situation, such 
as, “The coinsurance clause is an 
invitation to arson.” A problem that 
confronts the adjuster of substandard 
fire losses, especially during a general 
economic decline, is that a climate of 
rigid enforcement of local building reg- 
ulations involving the need of extra 
expenditures such as repair of a rot- 
ting foundation or replacement of the 
heating system will undoubtedly pro- 
duce some temptation to sell the build- 
ing to the insurance company—if it 
is insured for more than its market 
value because of the coinsurance 
clause. 


Hypothetical Case 


A hypothetical case can be readily 
conjured: A prospective insured desires 
to invest his money in a venture with 
a low risk and a high rate of return. 
After a limited search he finds a four 
flat apartment in a run-down neigh- 
borhood with a selling price of $18,000. 
This appeals to him because with a 
rental income of $100 per month on 
each apartment, he can completely 
capitalize his investment within four 
to five years. Property taxes on this 
type of property are low and main- 
tenance expenses are expected to be 
kept at a minimum. Because of a nec- 
essary mortgage he realizes he must 
have insurance on the building. He 
wants to reduce expenses as much as 
possible so he considers buying just 
enough insurance to satisfy his mort- 
gage. But, then he discovers that it 
is difficult to buy insurance in this 
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Substandard Fire Loss Adjusting 


area and his broker can place it only 
in an insurance company with sub- 
standard facilities and only with a 
mandatory 80% coinsurance clause. 
His broker determines the value of 
the building and arrives at a replace- 
ment cost of $80,000—and a sound 
value of $40,000. The broker recom- 
mends to the prospective insured that 
he purchase at least a $32,000 policy 
and to be on the safe side a $35,000 
policy to cover any increases due to in- 
flation. Since he does not want to be 
penalized by a fire loss, the logical 
choice is to take the advice of the 
broker and buy a $35,000 policy. With 
this added expense, the insured be- 
comes more avaricious and then rents 
the basement as two apartments. His 
greed grows and he converts the four 
apartments into eight living units. He 
must reduce his rent to $75 per month 
but he has increased his gross income 
from the original $400 per month to 
$750. 

Then the bubble bursts, the local 
crusading newspaper brings to the at- 
tention of the public the conditions 
brought about by slum landlords. The 
local building authorities check the in- 
sured’s building and because of the 
numerous’ building code _ violations 
cause the building to be vacated. The 


Land Travel Through Coin 
Machines In N.J. And Pa. 


American Home is offering in New 
Jersey land travel policies through 
Policymatic coin machines, which will 
be supervised by licensed agents. The 
one-week coverage at a premium of 
$1 will provide $7,500 in accidental 
death benefits and up to $500 in med- 
ical expenses. Machines will be at 
2,000 locations. 

In Pennsylvania, Life Assurance Co. 
of Pennsylvania has introduced the 
program. Its policies insure for $5,000 
for seven days in case of accidental 
death from injuries sustained in an 
automobile, bus or train and can be 
purchased up to a maximum of $20,000 
at 50 cents per policy. 


La. ARs Rise 20.9% 


During the year ended with June, 
1961, Louisiana Automobile Assigned 
Risk Plan handled 22,571 new and re- 
newal policies, an increase of 20.9% 
over the preceding year. Of the 13,883 
new applications, 16.4% were over age 
65, 20.2% were under age 25, 10.9% 
were for risks filing financial respon- 
sibility, 8.8% were on military per- 
sonnel, and 43.7% were for all others 


insured is now left without any in- 
come from the building, contemplated 
expensive alterations and a $35,000 in- 
surance policy. After the last tenant 
has been evicted, a fire of unknown 
origin causes extensive damage. This 
example may be extreme; however, 
there are many variations of this 
theme and they all add up to “arson 
for profit.” Fortunately, the majority 
of people are intrinsically honest and 
would never consider committing an 
act of arson. There is a minority; how- 
ever, who believe it is impossible to 
detect arson fires. 


Offers Solution 


How can this problem be solved? 
The paramount solution lies in sound 
underwriting practice by the insur- 
ance company, such as inspection of 
all applications, constant review of 
building violations cited by the local 
authorities, etc. The loss department 
assists this program by making recom- 
mendations where a loss is involved. 


In the event of a suspicious fire, 
the adjuster checks with the fire de- 
partment to learn of the circumstances 
surrounding the loss. This information 
is incorporated into the adjuster’s pre- 
liminary report and forwarded to the 
insurance company. This is the ex- 
tent of the adjuster’s task on the 
arson phase of the claim. He is not 
expected to be a qualified arson in- 
vestigator nor with a normal adjust- 
ment workload would he have the 
necessary time for a proper investiga- 
tion. 

The insurance company’s fire loss 
manager must then chart the course 
of any investigation that to be 
made. He may choose from several 
alternatives. He can rely on the local 
police and fire authorities to investi- 
gate the fire, but unfortunately they 
are generally limited by a shortage 
of time and personnel. The loss man- 
ager can utilize the services of bureau 
investigators but with their heavy 
schedule they cannot pursue the in- 
vestigation unless the arson is obvious. 
He can employ the services of one 
of the several private firms that spe- 

(CONTINUED ON PAGE 22) 
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YES...SHAW HAS IT... 


ALL-RISK 
FUR AND JEWELRY 
COVERAGE! 


A. F. Shaw & Company now has avail- 
able a market for those difficult-to-place 


jewelry risks. Here is the cover- 
producers urgently need today. 


HE FULL STORY RIGHT 
ON THIS ALL-RISK PLAN... 


Our Lloyd’s Department has the com- 
plete details. Call today. 


A.F. SHAW & CO. 


MARKETING FACILITIES 


* CHICAGO 4 * WABASH 2-1068 
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Developments, Problems In AR Field 


Developments in the handling of 
assigned risks were reported to the 
Mutual Insurance Technical Confer- 
ence in Chicago by Eldon W. Day, 
resident secretary of Lumbermens 
Mutual Casualty at New York. Such 
risks are being written in more and 
more states at uniform rates. Connect- 
icut, Mississippi, New Jersey, and 
Rhode Island are expected to have 
uniform rates for non-fleet private 
cars effective Jan. 1. 


National Advisory Committee on 


Assigned Risk Plans, which has been 
the policy making advisory group for 
the plan since 1947, has developed two 
uniform plans, plan A, which is the 
present one and which provides for 
uniform rates, and plan B, a new plan 
that also provides for uniform rates 
but also recognizes merit rating. Un- 
der plan B the preference of the na- 
tional committee is for use of a re- 
stricted form of coverage as presently 
being used in New Mexico. The next 
preference is the fifth edition of the 











You've changed the insurance phases of your company’s operations into a model of modern efficiency, and 
realized many savings as a result. But until you also eliminate those inefficiencies involved in such non- 
insurance functions as policy and forms printing, handling and distribution, you will still be operating 


basic automobile policy, and that form 
now is finding the most favor. 


Change In Rule 

Previously, all insurers in a plan 
had to vote for changes before they 
could become effective, Mr. Day said. 
This rule has been changed. Now 
changes can be made unless disap- 
proved by 10% of subscribers that 
represent 20% or more of the direct 
automobile BI premiums in the state, 
or unless opposed by 20% of sub- 
scribers by number. 

In connection with the introduction 
of merit rating, in some states as- 





you're 
doing 
great, 
but... 





























=e 











when are 
you going 
to finish? 





under a heavy burden of unnecessary costs. 


Companies of all sizes, operating both nationally and regionally, have discovered that Uniform’s exclusive 
Golden Circle System can introduce the greatest efficiency here, and assure their field forces of faster service, 
at lowest cost. 


The six Golden Circle System services... forms design, printing. storage, imprinting, distribution and inventory 


control ...can be combined to streamline your policy and forms handling operations, too. Find out now 
about the savings in time, cost and space which today’s most modern forms handling method can bring 
to you. Get the facts in the CASE from your 


Uniform Representative. 


| Ini orm | 


Division of Courier-Citizen Co. 


165 Jackson Street, Lowell, Mass. 


Golden Circle System Supply Centers: 


Lowell, Mass.* Allentown. Pa. Gainesville, Ga.e Kendallville, ind.« Centerville, la.« Jacksonville, Tex. ° San Francisco, Cal. 
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signed risks are lower than voluntary 
rates. Here the recommendation is 
for all rates to be more than volun- 
tary rates applicable under the safe 
driver plan of National Bureau, which 
is used as the bench mark. 

Some years ago, Mr. Day said, sur- 
charging of all so-called clean as- 
signed risks was abandoned. The re- 
sults have demonstrated the unwis- 
dom of the move. Experience on clean 
risks has been worse than on sur- 
charged risks. Consquently, surcharges 
have been restored in more than 20 
states for clean risks. 


Depopulation Effort 


The business is much concerned 
about the rising population in the AR 
plans, he said. Credits for voluntary 
coverage of class 2 risks have been 
adopted in North and South Carolina, 
Minnesota, New York, and Wiscon- 
sin. This will, it is hoped, help de- 
populate the plans. 

However, Mr. Day added, “constant 
pressure by producers is being brought 
‘for increases in production allow- 
ances” on assigned risks. It is their 
contention that in view of the in- 
creased amount of work they do on 
such risks, they are not being ade- 
quately compensated. In Florida a 
15% commission on ARs was enacted 
into law. The history of the Florida 
plan shows that this has been an in- 
centive to put risks into the plan. 
There was a surprising increase in the 
number of applications. 

The national committee has tried to 
have the 15% law repealed but has 
been unsuccessful. It also has opposed 
the $5 expense constant which goes 
to producers in Mississippi, in addi- 
tion to the regular production allow- 
ance. The position of the national 
committee is that the constant will 
result in many instances in a higher 
income on assigned risks than pro- 
ducers get on voluntary business. 


Different Handling Asked 


The committee also indicated that 
if the $5 constant were retained, it 
not be made a part of the plan but be 
handled as an application fee required 
by the Mississippi insurance commis- 
sion, and that insurers not be re- 
quired to include the amount of the 
fee in their policies. The commission 
recently voted not to change the plan. 

Mr. Day said the plans are giving 
the business much concern because of 
their growth. It is said there are 
many in the plan who should not be 
there. Another statement is that risks 
become frozen in the plans indefin- 
itely. This is true to a certain extent, 
Mr. Day said. He suggested the in- 
surers might do some research on as- 
signed risks with good effect. Such re- 
search should be on a broad basis and 
inquire into every aspect of the situ- 
ation including length of time the risk 
has been assigned. 

One thing is certain, he said. The 
day won’t come when the insurers 
will write every auto risk offered to 
them. Consequently assigned risks 
are here to stay. 
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WE INSURE THE PRICELESS, TOO! 


At last, one of the world’s rarest collections of art 
treasures was together under one roof. Behind the 
opening of the National Gallery of Art in Washing- 
ton, D.C., lay many years of intensive planning... 
huge expenditures. 

During this period, National Union Insurance 


Companies provided the competent underwriting 
personnel and insurance protection essential to the 
successful completion of the project. 

The entire insurance program was designed and 
sold by Independent Agents, typical of the outstand- 
ing professionals who represent National Union. 


National Union Insurance Companies 


Pittsburgh, Pa. 


Casualty and Bond - Fire - Inland Marine - Ocean Marine 
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Chubb & Son Elects 
LeRoy, Dunn V-Ps 


J. M. LeRoy and Joseph J. Dunn 
have been named vice-presidents of 
Vigilant. 

Mr. LeRoy has been with the organ- 
ization 39 years. For 23 years he was 
in the jewelry agency underwriting 
department. He was assigned to brok- 
kerage development in 1951 and is 


presently head of the brokerage de- 
partment. 
Mr. Dunn joined Chubb & Son in 
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1925. He is in charge of the registered 
mail insurance division. He has been 
active in committee work with Inland 
Marine Insurance Bureau. 


IAHU Plans Site For Annual Meet 

International Assn. of Health Under- 
writers will hold its annual convention 
June 24-27 at the Fontainebleau Ho- 


tel, Miami Beach. Earle R. Bennett, 
Provident Life & Accident, a _ past 
president of the association, is con- 
vention chairman, and Robert Boyle, 
Accredited of St. Petersburg, is co- 
chairman. 


Ellison, Borst N.Y. 
Federation Leaders 


Insurance Federation of New York’s 
‘annual meeting and luncheon, the 
‘year’s all inclusive get together for 
the business in the state, attracted 
a capacity crowd of 1,200. Individual 
company, association and _ producer 
representatives from all segments of 
the business fraternized from a late 
morning reception until late in the 
afternoon. 

Edward W. Ellison, Aetna Casualty, 





Right size package for any commercial account 


Nocommercial account is too big to handle when you offer 
Afco’s low-cost premium budgeting facilities to prospects. 

For example, not long ago a broker financed a single 
account through Afco with premiums close to $3 million. 

Through Afco’s convenient premium budgeting the 
businessman avoids irregular payment dates and large 
lump-sum payments that drain off working capital. You 
can quickly provide premium financing at competitive 
rates on all commercial coverages. One, three and five- 





insured. 


ATLANTA 

1182 W. Peachtree St.,N.W., Atlanta 9, Ga. 
BALTIMORE 

201 E. Baltimore St., Baltimore 3, Md. 
CHICAGO 

327 So. La Salle St., Chicago 4, lil. 
KANSAS CITY 

P.O. Box 8788, Kansas City 14, Mo. 





year policies of any of Afco’s hundredsof subscribing com. 
panies, plus others including Lloyd’s London, can be 
packaged in one account 


custom-tailored to suit your 


Afco can boost your sales, help you earn larger com- 
missions. Join the many thousands of agents and brokers 
who have already budgeted hundreds of millions in com- 
mercial and individual premiums through Afco. Get in 
touch now with the manager of the Afco office nearest you. 


LOS ANGELES 

548 So. Spring St., Los Angeles 13, Calif. 
MIAMI 

1036 S. W. First St., Miami 36, Flo. 
NEW YORK 

100 William St., New York 38, N. Y. 
SAN FRANCISCO 

142 Sansome St., San Francisco 4, Calif 
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was named chairman to succeed Eqd- 
ward W. McAndrews, Hall & Hen- 
show. B. F. Gates, Hartford Accident 
is vice-chairman. Clarence A. Borst 
of White & Camby is the new presi- 
dent, succeeding Ashby E. Bladen, 
Aetna Fire. Melvin A. Holmes, presi- 
dent Frank B. Hall Co., became first 
vice-president, and Lester J. Brad- 
shaw of Murray, Vanderpoel & Baker, 
and William Keller Jr., U. S. F. & G., 
are vice-presidents. Richard Weghorn, 
John C. Weghorn agency, is assistant 
secretary. Charles Flay Jr., America 
Fore Loyalty, is treasurer, and Donald 

Mullen, Marsh & McLennan, as- 
sistant treasurer. 

The organization elected William 
Ehrmanntraut executive secretary, a 
post unfilled since Valmore H. For- 
cier resigned earlier this year to join 
National Assn. of Insurance Agents as 
its Big I promoter. Mr. Ehrmanntraut, 
long a participant in the school and 
other activities of Insurance Society of 
New York, is retiring as resident vice- 
president of American Surety in New 
York. 

Regional vice-presidents are Victor 
T. Ehre, president Buffalo, and three 
agents: M. O. Lampell, Peekskill, 
Sidney Mang of Sidney, and Carl A. 
Young, Syracuse. 


Washington Field Men 


Elect LeStrange President 

William R. LeStrange, General Ac- 
cident, has been elected president of 
Greater Washington Insurance Field 
Club. 

Other new officers are Robert L. 
Chaney, New Hamphire group, vice- 
president; William E. Cassidy, America 
Fore Loyalty group, secretary, and 
Fred C. Ives, Aetna Casualty, treas- 
urer. 


Propose State Fund Study 

A bill filed in New York would ap- 
propriate $20,000 to study the State 
Fund and determine whether private 
insurers could do what the _ fund, 
which wrote more than $56 million 
in workmen’s compensation and com- 
pulsory disability premiums in 1960, 
does and do it more economically. The 
fund has assets of almost $311 million. 

The bill would create a seven man 
commission, four from the legislature 
and three appointed by the governor. 
to report to the 1963 session. 





PROGRESSIVE 


GENERAL 
INSURANCE Co. 


A STOCK COMPANY 


Complete Aute Coverage, 

Workmen’s Cempensation, 

Dram Shop, Beauty Parlor. 

Physicians, Dentists, and 
f\ Hospital Malpractice 
Liability, 50/50 Glass, 
0.L.&T. and All Forms Of 
Burglary. Short Term 
Policies for Special 
Events and Jobs. 





Phone 


HA 7- 
0439 


Good Brokers and Agents Welcomed. 
“Our Service Is Better” 
Write or visit 
327 S. La Salle St. 





Preferred Rates For Better 
Risks—Quick Quotations. 


All Casualty Lines Except 
Primary Auto PL & PD and 
Work. Comp. Considered 
Outside Ilinois. 











Chicage 4, Ill. 
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t Every month thousands 
tat more families choose 


NEW YORK LIFE! 





Year after year, this demonstrated confidence in New York Life’s 
products has meant increased commissions for brokers— 

| and it can for you, too! There’s a plan for every prospect, and 
your selling efforts are supported by New York Life’s 

continuous advertising program. New York Life also provides 
the services of salaried brokerage specialists, located 


in major markets, whose full-time job is working with you. 


es 


= 
‘ 
Get all the facts today! Write: Brokerage Division “Eager to Serve” ee 


wylie jlo New York Life Insurance im, 


51 Madison Avenue, New York 10, N.Y. 


Life Insurance + Group Insurance + Annuities > Accident & Sickness Insurance + Pension Plans 
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Lumbermens 
0 


Mansfield 
A gents are 


finding 
NEW CONCEPTS 
mean 


NEW PROFITS! ¥ 


Here are just a few of the NEW CONCEPTS 
we have introduced this year — each a sound 
reason why. you too will get NEW PROFITS 

by making a SOLID CONNECTION with 
LUMBERMENS of MANSFIELD SOON. 








FIRST with the most complete 
COMMERCIAL PACKAGE PROGRAM in the 
industry, Laundries and Dry Cleaners... 
Retail Stores... Motels... Apartments . 
Office Buildings...and more to follow soon. 


kr 
it 


Teamwork in Action Across the Nation’ 


WRITE L. G. TOMS, Agency Director 
for Details TODAY! 


The~ 


‘LUMBERMENS MUTUAL 
INSURANCE COMPANY 


- A MULTIPLE LINE COMPANY 
_ General Offices, Lumbermens Heights, Mansfield, Ohio 
: Branch Offices — St. Lovis, Deltas, Son Francisco ond, los Aeheast 


Excellent mercantile Fire Facilities including capacity and 
engineering services. 


FIRE — AUTO — CASUALTY —INLAND MARINE cov- 
erages handled by Teamwork in Action Across the Nation 


NEW L. M. I. BUDGET — acclaimed the finest premium 
financing plan available today 


Established 1895 


















Conventions 


Dec. 27-29, American Risk & Insurance Assn., 
annuat, New York City. 


1962 


Jan. 31-Feb. 4, Federation of Insurance Coun- 
sel, midyear, Grand Bahama Hotel, Grand 
Bahama Island. 

Feb. 8-9, Conference of Mutual Casualty Com- 
panies, fire and inland marine conference, 
Conrad Hilton Hotel, Chicago. 

Feb. 12-14, Health Insurance Assn., group in- 
surance forum, Drake Hotel, Chicago. 

Feb. 14-16, Michigan agents, annual, Sheraton- 
Cadillac Hotel, Detroit. 
Feb. 22, Milwaukee I-Day, 

Milwaukee. 

Feb. 22-24, Texas mutual agents, midyear, Com- 
modore Perry Hotel, Austin. 

March 5, Cleveland I-Day, Manger Hotel, Cleve- 
land. 

March 13, 
Pittsburgh. 

March 22-23, Conference of Mutual Casualty 
Companies, underwriting, Conrad Hilton 


Schroeder Hotel, 


Pittsburgh I-Day, Hilton Hotel, 


Hotel, Chicago. 

March 27-30, Pacific Insurance & Surety Con- 
ference, annual, El Mirador Hotel, Palm 
Springs, Cal. 


April 8-10, Wisconsin agents, annual, Schroe- 
der Hotel, Milwaukee. 

April 9 10, Ohio mutual agents, annual, Bilt- 
more “otel, Dayton. 

April 11-13, Southern Claims Conference, an- 
nual, Sheraton-Charles Hotel, New Orleans. 

April 19-20, Missouri mutual agents, annual, 
Governor Hotel, Jefferson City. 

April 20-21, Oklahoma agents, annual, 
Hotel, Tulsa. 

April 26-27, Underwriting Executives Council, 
annual, Pexbody Hotel, Memphis, Tenn. 
April 29-May 1, National Assn. of Insurance 
agents, midyear, Western Skies Hotel, Al- 

buquerque, N. M. 

April 30-May 1, New York mutual agents, an- 
nual, Hotel Syracuse, Syracuse. 

May 3-4, Conference of Mutual Casualty Com- 
panies, claims, Conrad Hilton Hotel, Chicago 

May 3-5, Louisiana agents, annual, Broadwater 
Beach Hotel, West Beach, Biloxi, Miss. 

May 3-5, Tri-State mutual agents of Pennsyl- 
vania, Maryland & Delaware, annual, Du- 
Pont Hotel, Wilmington, Delaware. 

May 6-8, Alabama agents, annual, 
Semmes Hotel, Mobile. 

May 6-8. Iowa agents, annual, 
Mason City. 

May 7-9, Health Insurance Assn., annual, Den- 
ver Hilton Hotel, Denver. 

May 7-11, National Assn. of Independent Ad- 
justers, annual, Fontainebleau Hotel, Miami 
Beach. 

May 8, Assn. of Casualty & Surety Companies, 
New York City. 

May 13-16, New York agents, annual, 
Hotel. Kiamesha Lake. 

May 17-18, Arkansas agents, annual, Arlington 
Hotel, Hot Springs. 

May 17-19, Mutual agents of Virginia & D.C.., 
annual, Thomas Jefferson Inn, Charlottesville, 
Va 

May 19-25, Maryland agents, annual, sea voyage 
on Ocean Monarch. 


Mayo 


Admiral 


Hanford Hotel, 


Concord 


May 21, Natton..1 Assn. of Mutual Casualty 
Companies, annual, Edgewater Beach Hotel. 
Chicago. 


May 21-23, American Mutual Insurance Alli- 
ance, Edgewater Beach Hotel, Chicago. 


May 21-25, National Fire Protection Assn., 
Society of Fire Protection Engineers, and 
Fire Marshaix Assn. of North America, an- 
nuals, Sheraton Hotel, Philadelphia. 

May 24, National Board of Fire Underwriters. 
annual, Commodore Hotel, New York 

May 24-26, National Assn. of Surety Bond 
Producers, annual, Broadmoor Hotel, Colo- 
rado Springs. 


May 27-3 American Assn. of Managing Gen- 
eral Agents, annual, The Greenbrier, White 
Sulphur Springs. W. Va. 

May 30-June 1, Florida agents, annual, Fon- 
tainebieau Hotel, Miami Beach. 


June 3-6, lusurance Accounting & Statistical 
Assn., annual, Royal York Hotel, Toronto 
Canada. 


June 5-8, New Hampshire agents, annual, Mt. 
View House, Whitefield. 

June 14-16, Mississippi agents, annual, 
water Gulf Hotel, Edgewater Park. 
June 17-20, Conference of Mutual Casualty 
Companies, management, Jackson Lake 

Lodge, Jackson Hole, Wyoming 

June 18-22, Natizual Assn. of Insurance Com- 
missioners, annual, Queen Elizabeth Hotel, 
Montreal. 

June 20-22, Georgia agents, 
Motel, Jekyll Iisiand. Ga. 
June 20-24, Nationa! Assn. of Public Insurance 
Adjusters, ann. french Lick-Sheraton Ho- 

tel, French Lice tna. 

June 21-22, W'sce:sin mutual agents, annual, 
Alpine Hotei, "«@ Harbor. 

June 24-27, Insurare Advertising Conference, 
annual, The cc Gotel, Long Beach, Long 
Island, New ‘ork. 

June 24-27, International Assn. of Health Un- 
derwriters annual, Fontainebleau Hotel, 
Miami Beach. 

June 25-28, Virginia agents, annual, Cavalier 
Hotel, Virginia Beach. 


Edge- 


annual, Corsair 
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Fieldman ° 

Whether you call him a fieldman, 
special representative or special 
agent, his is an exacting job. No 
getting by with mere congenial- 
ity; he’s got to know the multiple- 
line business. For only thus can 
he be of real help to his agents, 
working closely with them daily. 
And that’s his job. 

x We invite you to 
fieldman by this 
standard. He is 

an exceedingly complex 
job... and to do it well. 


measure the 
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Trinity Universal 
line man, trained to do 








Dallas, Texas c ° M e A N Y 
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Appoints Two V-Ps, 
Raises Four Others 


Manhattan-Guarantee has made 
several executive promotions. Frank 
P. Kelly Jr. and William W. Dashiell 
have been named vice-presidents at 
San Francisco. Robert J. Schoeck and 
Richard E. Stavely have been elected 
assistant secretaries at New York. 
Frank J. O’Brien has been advanced 
from special agent for the New York 
suburban territory to agency super- 
visor in the eastern department. Joseph 
L. Costa, senior casualty underwriter 
in the eastern department, has been 
named to succeed Mr. O’Brien. 

Mr. Kelly joined the group in 1951 
and filled several underwriting, field 
and executive posts before being 
named Pacific department production 
manager. In addition to vice-president, 
he has also been appointed assistant 
manager of the Pacific department. 

Mr. Dashiell went with the group 
a year ago as claims manager. He had 
been assistant vice-president in charge 
of claims of Civil Service Employees. 

Mr. Schoeck, formerly casualty un- 
derwriting manager, joined the group 
in that capacity in 1957. Before that 
he had for six years been a multiple- 
line field man in suburban New York 
and Long Island for National of Hart- 
ford. For 15 years previously he had 
been a supervising underwriter of 
Indemnity and Royal Indemnity. 
compensation and liability with Sun 

Mr. Stavely went with Manhattan- 
Guarantee in 1951 as senior inland 
marine underwriter. He was named 
underwriting manager of that de- 
partment in 1957, special representa- 
tive for inland marine, multiple-peril 
and special lines in 1959, and man- 
ager of the property lines division in 
1960. He had previously been with 
North British for four years. 

Mr. O’Brien has been with the group 
as a multiple-line field man since 1953. 
Florida Home Purchases Buildings 

Florida Home has purchased a new 
home office building at 1801 Coral 
Way, Miami. The company has also 
bought Golden Strand Realty, oper- 
ating the Golden Strand Hotel & Vil- 
las, and the Northern States Power 
building. The latter building will con- 
tinue to be occupied by Northern 
States Power until completion of its 
new home offices sometime in 1965. 
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Travelers’ Agency 
Legal Changes Made 


Travelers has named John R. Coak- 
ley and Leslie M. Dow superinten- 
dents of agencies in the casualty-fire 
agency department. In the law divi- 
sion, Robert D. Young has been ap- 
pointed assistant counsel and John 
R. Kenney assistant secretary. 

Joining the company in 1946 as a 
field supervisor at Boston, Mr. Coak- 
ley was transferred to Toledo that 
year in the same capacity and was 
named assistant manager there in 
1953. In 1956 he was made manager 
and in 1957 was brought to the home 
office as assistant superintendent of 
agencies. 

Mr. Dow started in 1950 as a field 
supervisor at San Francisco and be- 
came assistant manager there in 1954. 
He was named assistant superinten- 
dent of agencies at the home office 
in 1960. 

Mr. Young, with the company since 
1951, began in the law department 
and was advanced to attorney in 1954. 
He is co-author of the book, “Con- 
ttracts, Specifications and Law for 
Engineers.” Mr. Kenney joined the 
law department in 1955 and became 
attorney in 1957. 


25-Year Club Meets 


The annual dinner of the Quarter 
Century Club of Commercial Union- 
North British employes in the New 
York City area was attended by 215 
members including H. W. Miller, U. S. 
general attorney; W. L. Nolen, retiring 
U. S. manager; and A. F. Greer, as- 
sistant U. S. manager. Simultaneous 
dinners of club chapters were held 
at Atlanta, Philadelphia, Boston, De- 
troit, Columbus, Chicago, Minneapolis, 
Kansas City, St. Louis, Los Angeles, 
and San Francisco. 

B. P. Miller was elected president, 
succeeding H. Shoemaker, F. DeLorme 
was elected vice-president, Cora D. 
Kerler secretary, Carroll A. Seelig 
treasurer, and H. Ostrov a member 
of the executive committee. 

Excelsior Pays Extra 

Excelsior has declared an extra di- 
vidend of 5 cents a share in addition 
to the regular quarterly 10 cent pay- 
ment, both payable Dec. 19 to stock 
of record Dec. 4. 


WHEN YOU ARE LOOKING 
HIGH and LOW 


FOR YOUR UNUSUAL COVERAGES £ 


Call us on... 


AUTOMOBILE PHYSICAL DAMAGE 


(standard or sub-standard) 


AUTOMOBILE EXCESS LIABILITY 


(Excess 5/10/5 or Excess of 10/20) 





Line Insurance Underwriters 


CHICAGO 4, ILLINOIS 
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Did you know 
that fire doors 
cut down your fire losses? 


Every time a fire door is installed in a building you insure, 
the potential risk of serious fire damage is reduced. Fire 
doors actually protect the insurance company—as well as 
the building owner—by limiting the spread of fire to its 
point of origin, sealing off corridors and stairwells from 
flames and smoke. 

This built-in fire protection means that it will pay you 
to counsel your insureds on the advantages of fire doors. 
The lower fire risks resulting from the installation of fire 
doors also give you an opportunity to give your customers 
more favorable rates. 

When you are discussing fire safety with your clients, 
you can direct them to the most complete fire door line, 
Overly Fire Barriers—fire tested by Underwriters’ Labora- 
tories for every rating in severe fire hazard service. For 
more information—for you and your customers—write for 
our booklet on Fire Barriers today. 


Overly is represented by agents in all principal cities. 


erin 


MANUFACTURING COMPANY 


Department FB-2 Greensburg, Pennsylvania 
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The Overly Fire Barrier featured 
in this illustration is identical in 
construction to a prototype tested 
at Underwriters’ Laboratories. 
U/L inspectors examine our prod- 
ucts regularly at our plant to 
maintain continuing adherence 
to these standards. 
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“St. Paul’s Group Travel 
level—opened the door 


“The broad group-basis coverage of 


St. Paul’s new travel accident insur- 
ance won an account from another 
insurance company, sold itself on a 
local level to the tune of $950 annual 
premium—now it has opened the door 
to the parent company for complete 
coverage of all its employees,’’ reports 
Jim Hammond. 


St. Paul’s new group travel accident 


Bb ter 


HOME OFFICE 
385 Washington St. 
St. Paul 2, Minn. 





NEW ENGLAND DEPARTMENT 
10 Post Office Square Serving you arour 
Boston 2, Mass. St. Paul Fire & 
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SUCCESS!”? 


reports Jim Hammond, Dunlap 














Insurance sold on the local 
on a national account!” 


insurance covers every employee 
everywhere he goes on a business trip 
—whether he travels regularly or 
occasionally —against the specific 
hazards involved in travel. It is a 
natural for corporations, associations, 
civic, fraternal and other organizations. 


To get full details on this attractive 
coverage and its ready market, call or 
write your nearest St. Paul Office. 


ST. PAUL 


Marine Insurance Company 


EASTERN DEPARTMENT 
90 John Street 
New York 38, N. Y. 


PACIFIC DEPARTMENT 
Mills Building 
San Francisco 6, Calif. 


St. Paul Mercury Insurance Company 
Western Life Insurance Company 





Pacific Actuaries 
Name Helphan, View 
Insurance Picture 


Discussions of group, ordinary life, 
ordinary A&S, and the development 
of extended health plans for senior 
citizens were featured at the fall meet- 
ing of Actuarial Club of the Pacific 
States in Pebble Beach, Cal. 

The actuaries elected B. J. Helphan, 
Pacific Mutual Life, president; Stuart 
Robertson, Milliman & Robertson, 
vice-president; and Charles Dean, 
Great Northwest Life, secretary. E. H. 
Neuschwander, Fireman’s Fund, im- 
mediate past president of the club, and 
Forrest Ockels, Johnson & Higgins, 
were named to the executive com- 
mittee. 

In general, the members reported 
that few requests have been received 
from the internal revenue service for 
changes in the valuation bases of pen- 
sion funds, on aceount of compara- 
tively conservative valuation assump- 
tions. No retroactive change was cited. 


Discuss Widow’s Benefits 


In a discussion of widows’ benefits, 
several actuaries pointed out that 
there is a strong trend toward the in- 
clusion of some form of such benefits 
in many pension plans. These benefits 
have been common for many years in 
England and Europe. In plans which 
already provide them, the tendency is 
toward their improvement. One of the 
more difficult practical problems is the 
administration of such plans when 
benefits terminate upon remarriage. 

All speakers agreed that when ac- 
tuaries are consultants for pension or 
health and welfare programs jointly 
administered by management and 
labor, it is not profitable either to the 
consultants or their clients when both 
parties hire actuaries. The actuaries 
are unable to increase their fees 
enough to cover the time spent in con- 
sultation with each other. One actuar- 
ial company can design and estimate 
the costs for several optional benefit 
plans, and the parties involved can 
decide on the final plan in their nego- 
tiations. 

Several club members said they had 
recently observed that both labor and 
management seem to desire less con- 
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servative cost calculations for self-ad- 
ministered pension plans, in order to 
publicize benefits in the most favorable 
light. 

There was discussion of the com- 
petitive bids obtained for health and 
welfare plans when the present in- 
surer increases rates. One speaker re- 
marked that when the present in- 
surer’s rate is lower than the rate it is 
requesting, it may be because the 
broker has specified that bids are to 
be based on more favorable experience 
than actual claims indicate. 

Group insurance subjects clustered 
around the writing of large amounts 
of life and development of dental care 
coverage. In general, it was observed, 
large amounts of group life have 
been written with satisfactory ex- 
perience. The consensus was that the 
maximum amount to be experience 
rated with the balance of a case should 
not be greatly in excess of the annual 
life premium. Several speakers com- 
mented on the difficulty of selling 
policyholders the pooling concept, 
particularly when all contact is in- 
direct, through the broker. 

The accumulated need for dental 
care is sufficient to keep all dentists 
busy in the U. S. for 40 years, accord- 
ing to dental authorities. At present, 
the demands for dental coverage come 
chiefly from unions attempting to get 
employers to pay more of employes’ 
living costs, and from dentists who 
believe insurance might prompt people 
to visit them more frequently. 

In the session on ordinary A&sS, it 
was pointed out that, although prora- 
tion of A&S benefits is generally per- 
mitted to prevent duplication of in- 
come, the insurer can only prorate 
with other income benefits discovered 
at the time a claim is submitted. This 
can cause problems for guaranteed re- 
newable plans, especially since it may 
be held that the insurer has prior 
knowledge of all governmental plans 
as they develop. 

Several actuaries stated that all 
benefits should be considered in setting 
limits of issue. Particularly in the case 
of an employe earning less than $500 
a month, there is a risk of overinsur- 
ance when an occupational benefit 
is combined with social security and 
Wc. 

Also considered was the development 
of extended health plans for senior 
citizens. The joint company admin- 
istered plan recently developed in 
Connecticut was analyzed in some de- 
tail. Some present doubted that current 
legislation would allow such a plan to 
be established in California. Further, 
several observed that it was perhaps 
too late for California companies to 
consider a voluntary plan, since a state 
plan may be just around the corner. 

The club’s next meeting will be May 
31-June 1, 1962, at the Ahwanee Hotel, 
Yosemite National Park. 


Ohio Farmers Elects Roos 
To Succeed McKay, Retired 


Ohio Farmers has elected Harold S. 
Roos, Griser agency, Wauseon, O., a 
director to fill the unexpired term of 
S. Milton McKay, who has retired for 
reasons of health after 16 years on the 
board. Mr. Roos is vice-president and 
a director of National Bank of Fulton 
County, Delta, O., a past president of 
Ohio Farmers Agents Assn., and a 
past chairman of the association’s rural 
agents committee. 


Aetna Fire Extra 

Aetna Fire has declared an extra 
dividend of 40 cents a share, payable 
Jan. 2 to stock of record Dec. 13. 
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David C. White Agency 
Acquires White, Camby 


David C. White agency of New York 
has acquired White & Camby, one of 
the largest midtown operations in the 
city. The latter agency will continue 
to operate as a separate entity, while 
the David C. White agency will con- 
tinue downtown. 

New officers of the White & Camby 
portion of the organization are Edward 
I. White, chairman; David C. White, 
president; Alex J. Gosz, Frank J. Mc- 
Cormack and Andrew P. McLaughlin, 
vice-presidents; Gerard M. White, 
Quentin J. Hagel, Anthony Filipowicz 
and Anthony Maltese, secretaries. Mr. 
Maltese is also comptroller. 

David C. White also owns and oper- 
ates Dittmann-White Life Associates, 
of whicn Alan G. Cook is manager, 
and Excess Facilities, managed by 
Mrs. Rene Weiner. In the business 35 
years, David C. White was first with 
the old Lloyds Ins. Co. of America 
as special agent and manager at Syra- 
cuse. Later he was state agent there 
of New York Cooperative Fire Under- 
writers, of Globe & Rutgers and then 
of Caledonian. He became manager of 
the latter’s New York metropolitan 
branch in 1944 and held that post 
until 1957 when the company ceased 
writing business direct in the U. S. 
Mr. White then opened his own agency 
with Caledonian’s New York business 
as the nucleus of his operation. 


New Indianapolis Health 


Insurer Offers Coverages 


Underwriters National Assurance of 
Indianapolis, a new entrant in the 
health insurance field, is offering an 
initial line of five policies that com- 
bine a number of advanced features. 
This is in addition to the orthodox 
line of coverages the company has 
available as a result of 100% reinsur- 
ance of the health business of Early 
American Life of Evansville. 

In the area of disability income, the 
company has available three policies, 
identical in every provision except re- 
newability. One is non-can; one is 
guaranteed renewable; and one _ is 
optionally-renewable. The non-can at 
65 converts to guaranteed renewable 
for life as long as employed full time. 
The guaranteed renewable is also guar- 
anteed, for life, also as long as em- 
ployed. The optionally-renewable has 
no automatic termination age. 

All three policies use a five-year 
“own occupation” definition of total 
disability, and house confinement is 
never required (except by special en- 
dorsement on long-duration coverages 
on females). Benefit durations of one, 
two, three, four, five, and 10 years 
and to 65 are available. 

The fourth policy is major medical 
with no coinsurance except on pri- 
vate-duty nursing. Convalescent home 
care is covered on a half-basis, mental 
disorder for 30 days in-hospital and 
30 days out, and conversion without 


THE OLDEST INSURANCE 
COMPANY IN THE WORLD 


55 FIFTH AVE., NEW YORK 











FeNATIONAL UNDERWRITER 


evidence of insurability is offered de- 
pendents whose coverage terminates 
by reason of policy provision. Maxi- 
mums of $5,000, $10,000, and $15,000 
are available. A $250 deductible is 
offered only with the $5,000 policy to 
families with combined income under 
$7,500. Other deductibles are $500 and 
$1,000. 

The final policy is a hospital income 
policy offering up to $800 a month in 
event of hospitaliztion with no alloca- 
tion of benefits or requirement to 
furnish itemized statements. A _ half- 
benefit is available for convalescent 


Hartford 15, Connecticut 





home care, and automatic conversion 
for dependents is guaranteed as in the 
major medical. The policy is non-pro- 
rated by reason of other hospital cov- 
erage, but the amount issued will be 
restricted by other coverage owned at 
the time of issue. 

All five policies are issued on an 
ownership form, making assignment 
in business insurance cases unneces- 
sary. A variety of waiting periods—up 
to two years—is available. In ex- 
ecutive salary-continuation or buy-out 
cases, the company will quote elimina- 
tion periods for even longer durations. 
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Pacific Employers Has 
PEG As Official Symbol 


Pacific Employers group has adopted 
the initials PEG as its official symbol. 
The letters were first introduced sev- 
eral years ago. Since then they have 
undergone continual change to result 
in the present pattern within an oval 
background. 

In future, all advertising and printed 
material used by any of the- group’s 
companies will bear the symbol. All 
the companies’ offices throughout the 
U.S. will be identified in this way. 





Now available to Hartford Group Agents-— 
life insurance bearing the famous Stag symbol 


A full line of sales aids will help you tell The Hartford Life Insurance story. 


THE HARTFORD 


INSURANCE GROUP 





HARTFORD ACCIDENT AND INDEMNITY 
HARTFORD LIVE STOCK 
NEW 
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Amember of the Cosmopolitan Group 


Cosmopolitan Insurance Company 


A multiple line stock company 


4620 North Sheridan Road * EDgewater 4-7940 * Chicago 40, Illinois 











Mutual Of Omaha Study 
Reports 120 Insured 
100 Years Old Or More 


Mutual of Omaha insures 120 peo- 
ple age 100 or older, according to a 
survey recently completed by the com- 
pany. Of this number, 15 are aged 
105 or more. The oldest policyholder is 
nearing 110 years. 

The study indicated that many of 
these senior citizens are still active in 
some way. One of the most active is 
Henry Gooch, a sheepherder from 
Platteville, Col. Nearly 109 years old, 
he purchased his policy over a year 
ago. Mr. Gooch still works the range 
nearly every day. 


Longevity Factor 


A family longevity factor appeared 
in some cases. One insured, the mother 
of 17 children, is 105. Her mother was 
more than 110 years old at the time 
of her death. 

The survey also shows that the 
company insures more than 1.2 mil- 
lion people age 65 or older. Coverage 
for this group has continued to in- 
crease and is available under 13 dif- 
ferent policies designed especially for 
senior citizens. Retention of coverage 
has been exceptionally high, the sur- 
vey reported. Less than 12% of the pol- 
icyholders in this group have allowed 
their coverage to lapse. Of this small 
percentage, many convert to other 
plans of protection offered by the com- 
pany. 

The report also considered older ci- 
tizens receiving monthly disability be- 
nefits from income protection plans. 
More than 3,700 insured aged 65 or 
over are receiving regular monthly 
payments. Of this number, 1,281 dis- 
abled policyholders are over the age 
of 74. 

The oldest policy on record and still 
in force is held by James H. Davidson, 
Palo Alto, whose coverage was applied 
for in 1909. 
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RELIABILITY 


From Bunker Hill up into the Green Mountains, and down 
to the shores of Ghamplain and Ticonderoga, New England 
patriots lived up to what was expected of them. The 
Peerless Insurance Gompany faces its responsibilities to 
Independent Agents in the same way. Recognizing the 
Value of such qualities as integrity...dependability...and 
service, it makes them freely available today. 


/n The Finest New England Tradition of Service - Modern Multiple- 
Line Coverages - Bonds and Burglary - Fire and Inland Marine 
Accident and Health - Casualty and Liability Lines - Reinsurance 
PEERLESS INSURANGE COMPANY ® KEENE, NEW HAMPSHIRE 
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National Bureau In 
Professional Liability 
Rate, Cover Changes 


National Bureau has revised rates 
and broadened coverage on physicians, 
surgeons and dentists and _ hospital 
professional liability, effective Nov. 29, 

The rate revisions for physicians and 
surgeons apply in 21 states and range 
from decreases of 20% in Virginia to 
increases of 32.9% in California. In 
nine states, rates for dentists have 
been revised, reflecting decreases of 
19.4% in Iowa to increases of 31.6% 
in Florida. Hospital liability rates are 
increased in five states. 

Liberalizations in coverage were 
worked out by National Bureau after 
consultation with American Medical 
Assn. and American Hospital Assn. and 
are effective in all states, except Con- 
necticut and Louisiana, and in Puerto 
Rico and District of Columbia. 

Under revised terms, a doctor or 
dentist is covered if sued because of 
a decision made while he was serving 
on an accreditation committee of a 
hospital or medical society. 

Exclusions pertaining to injury 
caused while under the influence of 
intoxicants or narcotics are deleted. 
This is intended to clarify areas where 
there may be some doubt as to their 
application; for example, where in- 
sured had a social drink or had taken 
a barbituate in order to sleep. The 
coverage does not apply if the act is 
outside the practice of insured’s pro- 
fession or is contrary to public policy. 

A previous clause, which excluded 
coverage for liability arising from an 
implied guarantee of the result of a 
treatment, also has been deleted. This 
change was made to protect the doctor 
against claims stemming from an in- 
nocuous comment concerning the an- 
ticipated results of an operation or 
treatment. 

A clause which excludes protection 
for doctors or hospitals for injury aris- 
ing out of the performance of a crimi- 
nal act was deleted because insurance 
was never intended to cover such acts. 


New Management For 


D.C. Mutual Auto Insurer 


National Mutual of Washington’s 
management has been assumed by a 
Baltimore group. The new chairman is 
Stanley J. Orlove. Allan M. Orlove 
succeeds Bernard S. Glassman as pre- 
sident. Robert C. Willis, formerly sen- 
ior vice-president and secretary, re- 
mains as secretary. I. Pike Zacks is the 
new vice-president claims, and Philip 
E. Ireland is treasurer. 

Melvin Kessler has been named su- 
perintendent of agents of the company, 
which writes auto and truck coverage 
and plans expansion in these lines. 


La. Field Group Elects 


Louisiana Capital Stock Insurance 
Assn. at its annual meeting in New 
Orleans elected William H. Kirchem, 
Marquette Casualty, president; J. Roy 
Pfister, Hartford Fire, secretary- 
treasurer, and Parker A. Wiggins, 
Marbury general agency, was re- 
elected vice-president. 


Sayre & Toso Holds Four-Day Meet 

“Transition 1961” was the theme of 
a four-day conference held recently 
for key personnel of Sayre & Toso and 
its affiliates at Ojai, Cal. Approxi- 
mately 65 attended. In addition to 
serving as a forum for the discussion 
of mutual problems, the meeting pro- 
vided an opportunity for top manage- 
ment to outline expansion plans for 
the coming year. 
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Eyes English-U.S. Insurance Differences 


John Adam Jr., president of Wor- 
cester Mutual Fire, told a meeting of 
Worcester (Mass.) Insurance Society, 
that the agency system in England is 
not comparable with that in the U.S. 
There are no examinations or regula- 
tions affecting agents, and no con- 
tracts between companies and agents. 

Mr. Adam was one of three Ameri- 
cans selected by Society of CPCU to 
represent it at a seminar on insurance 
marketing held in conjunction with the 
meeting of Chartered Insurance In- 
stitute of Great Britain. The joint 
seminar was held in London. 


Writes Letter 


The English company appoints an 
agent oy writing him a letter. This 
states the rate of commission and 
points out the limits of the agent’s 
‘authority. For example, the agent 
cannot bind the company. He sub- 
mits risks to the company, and the 
company binds or rejects the insur- 
ance. 

The function of the agent in the 
English system is primarily to use his 
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TO FIT THE NEED 





The sure way to 
balance coverage to 
exposure is with 


COMPREHENSIVE 
LIABILITY 


/ The best interests of your 
client are served when 
the insurance program you ar- 
range for him leaves no gaps in 
his protection, while at the 
same time, it avoids needless 
expense of over insurance. This 
expert balancing of coverage 
to exposure is best accom- 
plished by the use of a Com- 


prehensive policy. 

Because exposures, un- 
/ foreseen when a policy is 
written, often develop need for 
coverage that may not be 
recognized until an accident 
happens, “Shelby” agents rec- 
ommend and sell the compre- 
hensive type of policy that 
provides protection only where 
and when it is needed, with 
final premium determined by 
audit. How about you? 
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A NON-ASSESSABLE 
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contacts to procure insurance for the 
companies. The agent is not expected 
to be knowledgeable about insurance 
technical matters as in the U.S. There- 
fore, most agents in England are part 
time agents. They may be bank man- 
agers, real estate agents, lawyers, 
architects, accountants, or almost 
anyone who has the opportunity to 
control insurance accounts. Many auto 
dealers are insurance agents. 

Because the agent is not an in- 
formed insurance man, the companies 
furnish an inspector who roughly cor- 
responds to the special agent in the 
U.S. However, the inspector does most 
of the technical insurance work that 
U.S. agents perform. 

The English broker corresponds to 
the broker in large metropolitan areas 
in the U.S. The “own case” agent in 
England is any large company that 
has substantial amounts of insurance 
to place. It opens its own insurance 
department and places its insurance 
directly with the companies because 
it believes its own insurance division 
can provide all the services an agent 
or broker can. They receive the same 
commission an agent gets. 


Producers Object 


This practice is decried by career 
agents and brokers, Mr. Adam _ ob- 
served. However, insurers maintain 
that if an insured is going to support 
his own insurance division (and there- 
fore does not need the services of a 
producer), he is entitled to the com- 
mission to help pay the expense. 

The only British regulation of in- 
surers is for solvency. There are no 
insurer 


laws covering rates. The 
charges what it thinks is necessary 
for the particular risk. If insured 


thinks it is too high, he can go to 
another company. Competition sets the 
rates and in many cases also the 
forms since the company broadens or 
restricts the coverage to meet the cir- 
cumstances. 

Mr. Adam said there are two groups 
of companies in England, tariff and 
non-tariff. Tariff companies agree to 
use certain policy forms and certain 
minimum rates, though they can at 
any time charge more than the min- 
imum rates and can at any time re- 
strict the policy form. Non-tariff com- 
panies operate under no form or rate 





Cherokee Raises Booth 


Cherokee has elevated William E. 
Booth to first vice-president. 

He joined the company in 1946 and 
subsequently became secretary and 
director of agencies, retaining the 
latter function when he was named 
vice-president in 1953. Mr. Booth, one 
of the first to receive the CPCU de- 
signation in Tennessee, is past presi- 
dent of that organization’s Middle 
Tennessee chapter and is a director 
of Nashville chapter. 


Gay’s Post Changed 


Worcester Mutual Fire has elected 
Arthur S. Gay Jr. underwriting sec- 
retary. Mr. Gay, who joined the com- 
pany in 1960, has been agency sec- 
retary 


Underwriters Adjusting 


Promotes D. J. Earley 


Underwriters Adjusting Co., Chi- 
cago, has promoted David J. Earley 
from senior adjuster at Lincoln, Neb., 
to manager at Sioux Falls, S. D., to 
succeed Mark G. Wilson, retired. 


restrictions. 

Noting the current stir going on in 
and outside the legislature because of 
the difficulty some property owners 
in the Dorchester-Roxbury, Mass., 
area have getting fire insurance, Mr. 
Adam pointed out that in England 
this would be no problem. Since there 
is no rate regulation, properties in 
hazardous areas are readily accepted 
by underwriters at rates higher than 
properties subject to lower hazards. 
Among reasons English insurance 
marketing differs from that in the 
U.S., he said, is that the English geo- 
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graphical situation is much more con- 
centrated, the population has not been 
growing nearly as rapidly, the middle 
income group with which the USS. 
producers market most personal lines 


is a very small proportion of the 
English insurance market. 

Insurance in England is concen- 
trated in relatively few companies. 


There are several hundred stock and 
mutual companies operating in that 
country, but 93% of the total fire and 
casualty premiums written by ll 
British offices world-wide are written 
by 22 companies or company groups. 
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Photo Highlights Of NAIC Meeting 


The pictures on these pages were 
taken by Harry H. Fuller, manager 
of National Bureau at Chicago and 
the official, unofficial photographer 
of National Assn. of Insurance Com- 
missioners. All identification is from 
left. 





| 





Rufus D. Hayes, commissioner of 


Louisiana and vice-president of NAIC, 
and Sam N. Beery, Colorado commis- 
sioner and immediate past president of 
NAIC. 





Thomas Thacher, New York com- 
missioner, and W. T. Hockensmith, 
commissioner of Kentucky. 
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Charles F. Gold, 
North Carolina 
commission- 
er; Penn J. Jack- 
son, Clerburn, 
Tex., former Tex- 
as commissioner, 
and his successor, 
William A. Har- 
rison. 












Union 
Central Life and a former Ohio super- 
intendent, and T. Nelson Parker, Vir- 
ginia commissioner and president of 
NAIC. 


John A. Lloyd, presideni 


Joseph S. Ger- 
ber, [linois direc- 
tor and NAIC ex- 
ecutive committee 
chairman; Robert 
Diehl, Illinois de- 
partment attorney, 
and Leo Nemerov- 
ski of Inter-Insur- 
ance Exchange of 
Lake States Auto- 
mobile Assn., Chi- 
cago. 


E. H. Henning, 
former president 
and vice-chairman 
of Central Stand- 
ard Life; J. Ed- 
ward Day, Post- 
master General 
and a former IIli- 
nois director and 
Prudential official, 
and Donald S. 
MacNaughton, as- 
sociate general 
counsel of Pruden- 
tial. 
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Sherwood Colburn, the new Mich- 


igan commissioner who replaced 


Frank Blackford, and Donald W. Fritz, 
chief examiner of the Michigan de- 
partment. 





George F. Mahoney, commissioner 
of Maine, and Spalding Southall of 
National Assn. of Independent Insur- 
ers and former commissioner of 
Kentucky. 


\ 


Gordon Scoaf of Phoenix Assn. 


of 
Insurance Agents and William P. 
Hodges, vice-president Western & 


Southern Life. 


Robert B. Tay- 
lor of Inland Ma- 
rine Insurance 
Bureau, New York, 
and a former com- 
missioner of Ore- 
gon; Howard S. 
Omsberg, secre- 
tary and manager 
National Automo- 
bile Underwriters 
Assn., and Joseph 
G. Bill, assistant 
general manager 
and counsel IMIB. 
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William O. Bailey, secretary Aetna 
Casualty, and John S. Sheiry, Bridge- 
ton, of New Jersey Assn. of Insurance 
Agent . 


M. L. Stark, midwestern manager Association of Casualty & Surety Com- 
panies; Lewis W. O'Brien, deputy commissioner of Maryland; Thomas 0O. 


Carlson, 


New 


Donald F. Dickey, president Admiral 
Fire, and Commissioner Joe B. Hunt of 


Oklahoma. 


C. F. J. Harrington, executive vice- 
president National Assn. of Casualty 
& Surety Agents, with the president 
of the association, Travis O. Bailey of 
San Antonio. Mr. Harrington was for- 
merly Massachusetts commissioner 
and NAIC president. 


Joseph F. Murphy, general cou 


York. 


National Bureau, 


Atlanta, and Richard Lino, 


Mrs. R. L. Jewell, whose husband is 
with National Bureau at Austin, Tex., 
and Mrs. Harry H. Fuller, whose hus- 
band is manager of National Bureau at 
Chicago and who has attended 80 out 
of the past 81 NAIC midwinter and 
annual meetings. 


we 4 a 
% * 


National 


Bureau, 


C. Lawrence Leggett, former Mis- 
souri commissioner and a past presi- 
dent of NAIC, with Mrs. and Mr. 
Donald Knowlton of New Hampshire, 
who is commissioner of that state and 
also a former president of NAIC. 


Mrs. and Mr. W. Harold Bittel. Mr. 


Bittel 


is chief actuary of the New 


Jersey department. 


nsel America Fore Loyalty group; William 


Arch E. Northington, secretary 
American Preferred Life and former 
Tennessee commissioner, and Cyril C. 
Sheehan, former Minnesota com- 
missioner. He is one of the incerpora- 
tors of a new life company formed in 
Illinois last month, Alpha Life. 


Leslie Jr., general manager National Bureau; William O. Bailey, secretary 
Aetna Casualty, and George F. Mahoney, Maine commissioner. 


Paul Rogan, former commissioner of 
Wisconsin, with his successor, Charles 
L. Manson, and Otis M. Whitney, com- 
missioner of Massachusetts. 


Neil Russell of the Inter-Insurance 
Exchange of Chicago Motor Club; 
Philip W. McDonald Sr., the new Iilli- 
nois assistant director, and John A. 
Henry, general counsel Continental 
Casualty. 


E. J. Samp of Allstar Ins. Corp., Mil- 
waukee; Leo O’Connell, Idaho commis- 
sioner, and Orville R. Ware, legislative 
representative Northwestern Mutual 
Life. 
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Hagensick Discusses Substandard Fire Lo 


(CONTINUED FROM PAGE 9) 


cialize in the investigation of arson. 
They consist of accomplished investi- 
gators who work in cooperation with 
ihe local authorities and have a his- 
tory of being successful in their en- 
aeavor to apprehend arsonists. 

Betore employing the services of a 
priva.e arson investigator, the loss 
manager must consider the expense 
involved and weigh this against the 
projected results. This is a perplexing 


situation to resolve. The insurance 
company desires to keep expenses 
down but they do not want to en- 
courage acts of arson through failure 
to investigate them properly. There is 
always the possibility that knowledge 
of an insurance company’s relentless 
battle against arson will deter future 
perpetration of arson for profit. 

The loss manager is also confronted 
with the dilemma that if the insured 
is related to the act of arson, the 


ss Adjusting 


claim should be resisted, but if the 
insured is an innocent bystander, the 
claim should be promptly paid. If there 
is flagrant evidence of arson at the 
scene of the loss such as containers of 
flammable liquids or incendiary de- 
vices, or there is evidence of separate 
fires, or the loss was a result of 
an unexplained explosion, the loss 
manager can instruct the adjuster to 
proceed with the adjustment and to 
agree with the insured upon an equit- 








Courting trouble? 


You may be... right now. From a customer in your store. A visitor on your business prem- 
ises. Someone who’s bought your product. The owner of a building you’ve constructed. 
The simplest incident —a slip on a floor—can lead to a lawsuit that may cost you plenty. 
If you have a business establishment of any kind, are the owner, lessee, or contractor, a 
Maryland Comprehensive General Liability Policy protects you financially against un- 
foreseen events that may end in bodily injury, death or property damage. If you are sued, 
your legal and court expenses are paid. Also, all legitimate claims against you are paid up 
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able claim. I'he adjuster does not need 
a non-waiver agreement as he cannot 
waive the defense of arson. After the 
vadjuster has submitted his closing 
report and the proofs of loss are filed, 
the loss manager can then request 
a meeting with the insured. At this 
meeting the loss manager can point 
out to the insured the evidence of 
arson that was found and the embar- 
rassing position in which the insur- 
ance company is placed. Undoubtedly 
the insured will deny any connection 
to the fire and will stress that he 
lost money and was greatly incon- 
venienced by the fire. This is the cue 
for the loss manager to suggest that 
a polygraph test would absolve the 
insured so the company could make 
immediate payment of the claim. It 
should be emphasized that the ap- 
proach toward the insured on taking 
a polygraph test should be carefully 
worded and done in a tactful manner 
as there is the implication that he is 
untruthful. Experience has shown the 
insured is generally surprised at the 
suggestion of taking a lie test but 
readily accepts it as a challenge. It 
is advisable to terminate the meeting 
at this point and proceed to a licensed 
polygraph operator for the test to re- 
duce the chance of the insured recon- 
sidering. This requires advance pre- 
paration by the loss manager to 
make the necessary appointment. If the 
insured dogmatically refuses to take 
the polygraph test, then the loss man- 
ager has his investigators redouble 
their efforts to prove or disprove the 
insured’s part in the arson. To reiter- 
ate, this method should only be used 
when there is definite proof of arson 
and not mere supposition. 


Defines Insurable Interest 


As applied to fire insurance con- 
tracts, an insurable interest can be 
defined as such an interest in tangible 
property that by its destruction the 
interested person will suffer an actual 
loss of money or legal right or incur 
a liability. The courts have adjudicated 
that an insurable interest must exist 
at the time of the loss or the entire 
policy is rendered void. The reason- 
ing behind this insurance principle is 
to prevent the insurance contract from 
becoming a gambling device and thus 
minimize any temptation to cause a 
deliberate loss. Also, the insurance con- 
tract is, by its very nature, an indem- 
nity contract, i.e., a contract to re- 
imburse the insured for loss actually 
suffered. 

With some substandard fire losses, 
the adjuster has to grope his way 
through a maze of trusts, the bene- 
ficaries thereunder and multiple own- 
ership interests to determine if an in- 
surable interest exists. The difficulty 
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is compounded because many of the 
owners wish to remain anonymous 
even after a fire for various reasons 
which led them to hide the owner- 
ship in a trust initially. In some in- 
stances the trusts are not properly 
recorded or the trusts are transferred 
to different banks and the insured 
fails to have the insurance policy 
properly assigned. There have been 
individual losses in which several in- 
surance companies participated but 
each policy was written showing a 
different insured name. Of course this 
inconsistency had to be resolved before 
the claim could be honored. 

Another problem arises when a 
building is sold under a land contract 
if both the title holder and the con- 
tract purchaser independently purchase 
insurance to protect their own inter- 
est. If both parties are named in the 
policy, there is no confusion. But if 
not, how do the different insurance 
companies share the responsibility of 
a loss. There are several appellate 
court decisions on this subject but 
they are saturated with technicalities. 
Consequently, problems of this nature 
are generally referred to competent 
legal counsel. 

It is not desired to imply that the 
substandard fire loss adjuster is con- 
fronted with all of these problems in 
every loss, but they do occur with 
a greater frequency than in other seg- 
ments of loss adjustment. Irrespective 
of the perplexing situations that arise 
in the adjustment of a loss, it is still 
the basic function of the adjuster to 
assist the insured in obtaining an 
equitable loss settlement guided by the 
policy provisions. 


Hartford Fire Honors 


Two Young Life Savers 

Two Junior Fire Marshals in Hart- 
ford, credited by officials with helping 
to avert loss of lives in a home fire, 
have received special citations from 
James C. Hullett, chairman and pres- 
ident of Hartford Fire which sponsors 
the junior program. 

Eric and Jared Irwin, eight and six 
years old, respectively, were honored 
for quick thinking which was respon- 
sible for the safe evacuation of other 
family members and guests when fire 
broke out in the Irwin home at 5 a.m. 
on Nov. 11. 

The brothers closed doors to lessen 
drafts, awakened their parents and, 
instead of attempting escape down 
smoke and fire filled stairways, 
climbed out a window to a second floor 
roof. Guests, sleeping in a wing of the 
three-story home, also were awakened 
by the youngsters. In all, 10 persons 
escaped from the dwelling. 

Present at citation ceremonies in 
Mr. Hullett’s office were the boys’ 
father and Chief Thomas F. Lee of 
the Hartford Fire Department. 


Ark. CPCUs Elect Manning 


LITTLE ROCK—Van Manning Jr., 
Bird, Lange & Maris general agency, 
was named president of Arkansas 
chapter of CPCU at the annual busi- 
ness meeting here. He succeeds Marc 
Oudin, Pine Bluff. 

W. R. Smith, Glens Falls, was 
elected vice-president, and Don 
Spharler, Pine Bluff, was renamed sec- 
retary-treasurer. 


Ask 2.5% WC Increase In Mass. 

Massachusetts Workmen’s Compen- 
sation & Inspection Bureau has filed 
a revision in WC rates that calls for a 
2.5% increase. The insurance depart- 
ment held a hearing on the appli- 
cation in Boston. 
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J apisins Insurance Men Tour The U.S. 


A delegation of 12 Japanese fire and 
marine insurance executives visited 
New York City as part of a five week 
tour of the United States to study 
American insurance methods and tech- 
niques. One stop was the head office 
of American Foreign Insurance Assn. 
Leader of the Japanese delegation is 
Tsunejiro Tejima, director and presi- 
dent of Chiyoda Fire & Marine. Inter- 
national Cooperation Administration is 
sponsoring the tour, though partici- 


pants are traveling at their own ex- 
pense. 

James O. Nichols, president of AFIA, 
discussed his company’s world-wide 
operations with the Japanese. The 
latter indicated special interest in rate 
making, multiple line insurance, sell- 
ing, marketing and public relations, 
relationships between U. S. and foreign 
markets, investments, personnel and 
business administration, methods of 
settling claims, loss prevention, and 





La 


Joyous 


Pittsburgh 





Jacksonville, Fla. 


SSS 


SY Zig ° 


friends and “people in 


Christmas an 
Peaceful New Year! 


(A Multiple-line Stock Company) 


Home Office: 1790 Broadway, New York 19, N. Y. 
Philadelphia 


Newark 
Minneapolis 
Coral Gables, Fla. 


23 


port conditions in the U. S. 

Mr. Tejima said that when the group 
returns to Japan, it will evaluate its 
findings in the U. S. with a view to 
considering adaptation for use by their 
companies and organizations. He said 
the group’s findings and recommen- 
dations will be distributed to other 
Japanese insurers and will be made 
public. 

Home Indemnity is offering a new 
package for morticians which includes 
auto liability. 
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Theme Of AAMGA's 
Spring Convention 
Is Announced 


“Operation Advancement!” is the 
theme for the 36th annual convention 
of American Assn. of Managing Gen- 
eral Agents at the Greenbrier Hotel, 
White Sulphur Springs, W. Va., May 
27-30, 1962. 

In keeping with the theme. nation- 
ally prominent business and insurance 
executives are being invited to ex- 
press their ideas for advancement of 
the business. Another feature of the 
convention will be several workshop 
sessions in which groups of general 
agent members will participate. Their 
subjects will be pertinent to the prog- 
ress of general agency operations. 

Convention chairman is Harry E. 
Cragg, executive vice-president and 
manager Alfred Paull & Son, Wheel- 
ing. W. Va. 

Pians for the convention were dis- 
cussed at the organization’s semi-an- 
nual executive committee meeting at 
Dallas. As has been customary for a 
number of years, the executive com- 
mittee met with the executive com- 


Geo. F. Brown & Sons, Inc., main- 
tains over ten specialized depart- 
ments fully staffed with trained ex- 
perienced personnel to assist in the 
prompt and efficient handling of your 
needs. Our goal of constantly striv- 
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mittee of National Assn. of Insurance 
Agents at a breakfast meeting on the 
second day of the recent NAIA con- 
vention at Dallas. At that meeting, 
subjects of common interest to both 
general agents and local agents were 
discussed. 

Those attending the general agents 
semi-annual meeting were John A. 
Bunting, president, San Francisco; 
J. H. Crowther, vice-president, Min- 
neapolis; George W. Hardin, vice-pre- 
sident, Jacksonville, Fla.; Britton L. 
Udell, secretary-treasurer, Phoenix; 
members of the executive committee, 
Alvin Shepherd, chairman, New Or- 
leans; Langdon C. Quin Jr., Atlanta; 
Aymar W. Marshall, Newark, and 
Reed Penington, Denver. Mr. Shepherd 
presided. 


Bennem Ends Long Career 

William H. Bennem, vice-president 
in charge of the fidelity underwriting 
department of American Surety, is 
retiring. Mr. Bennem has been with 
the company more than 50 years. He 
will continue in an advisory capacity 
and will maintain his residence on 
Long Island, N. Y. 


Detines PR’s Essence: 
Doing Good Things 
And Telling People 


The essence of good public relations 
for an insurance company is to do 
good things and tell others about them, 
according to John P. Ritter, manager 
production department, Geo. F. Brown 
& Sons, special risk underwriters at 
Chicago. 

Mr. Ritter discussed “The Role of 
Public Relations in a Progressive In- 
surance Company” at a recent meet- 
ing of Conference of Mutual Casualty 
Companies in Chicago. 

“We in the insurance business need 
to remember that we are competing 
for the consumer’s dollar just as much 
as other industries,’ Mr. Ritter said. 
“This means that we must rely on 
proven public relations techniques to 
reach those who presently know or 
care little about our products.” 

He emphasized that a company’s 
public relations effort should go 
further than getting the company 
name in newspapers or magazines. In- 
stead, Mr. Ritter said, it is absolutely 
necessary for each to work toward 
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developing, for his own company, its 
own unique personality to distinguish 
it from the pack. 

A start toward building a public 
relations program can be as simple 
as insisting that telephone calls are 


handled courteously, mail answered 
promptly and visitors greeted in a 
friendly manner, Mr. Ritter said. 


These things one can do without hiring 
a professional public relations man or 
outside counsel. 

He asserted, however, that a really 
effective public relations program 
must go far beyond simple good man- 
ners to include such things as im- 
proving liaison with the press, devel- 
oping effective literature, and build- 
ing the reputation of the company— 
and the industry—as one of stability, 
expertness, service and fairness. 

“An active, well-organized public 
relations program aimed at _ specific 
goals can produce results that pay 
real dividends in increased good will 
and provide a competitive advantage 
that will result in a greater volume 
of business,” Mr. Ritter concluded. 


4,000 Reports A Day 


Under the law, the casualty and 
surety division of Louisiana Insurance 
Rating Commission has the duty of 
furnishing claimants and their attor- 
neys with names of insurers concerned 
in workmen’s compensation and lia- 
bility matters. Claims departments of 
insurers also are entitled to receive 
this information for subrogation pur- 
poses. 

H. P. Walker points out in the divi- 
sion’s Casualty & Surety Review, which 
he edits, that quite often some one 
requesting information of this nature 
is disgruntled when he does not receive 
an immediate response. Yet approx- 
imately 85,000 automobile daily reports 
for Louisiana policies must be pro- 
cessed and filed each month. With ap- 
proximately 22 working days a month, 
an average of almost 4,000 daily re- 
ports must be assorted and filed each 
working day. 


Checking Files 


Most daily reports are filed accord- 
ing to the name of the insurer and the 
name of the policyholder. Persons 
making requests of this kind usually 
do not know the name of the insurance 
company concerned. The result is that 
the division’s file clerks have to check 
the name of the policyholder, a poten- 
tial defendant, through all or nearly 
all of the insurance companies’ records. 
Currently there are about 215 com- 
panies writing automobile liability in 
the state. 

In practically all cases the registered 
owner of the car is the policyholder. 
If he is not, the chances are that he 
does not carry liability insurance him- 
self, and there is a good possibility that 
the division’s files will not reveal evi- 
dence of liability insurance. Mr. 
Walker suggests that the claimant or 
attorney determine from the motor 
vehicle bureau or the financial res- 
ponsibility division whether the poten- 
tial defendant is the owner of the car. 


Pearl Names McDermott To 


Succeed Hawkins In Ohio 


Pearl-Monarch has appointed Wil- 
liam G. McDermott manager for 
northeastern Ohio with headquarters 
in Cleveland. He succeeds C. B. Haw- 
kins, who has been with the company 
26 years in that territory and who 
retired Dec. 1. 

Mr. McDermott has been with the 
group for six years, in Ohio and in 
Texas. 
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National Bureau Replies To Criticisms 


(CONTINUED FROM PAGE 2) 

tions “who or which shall be the pri- 
mary beneficiary of (such) insurance.” 
New York City Housing Authority will 
not be a beneficiary of the WC policies 
involved in the proposed wrap-up plan. 

Section 442-b was enacted in 1954 
for the specific purpose of preventing 
labor organizations (whose members 
would be the beneficiaries of WC in- 
surance) from requiring employers to 
place WC with the State Fund. The 
wrap-up rating plan under consider- 
ation in this proceeding does not in- 
volve such a situation. 

A third “statutory” objection is that 
wrap-up rating for WC would violate 
Article 4 of the WC law. 


‘Gratuitous Assertion’ 


This also is a gratuitous assertion 
unsupported by proof, the bureau 
stated. Obviously all employers in- 
volved in a wrap-up rating for WC 
and liability would be insured for WC 
under policies issued in accord with 
the requirements of the WC law. 

The bureau listed other objections 
to the North America proposal and 
answered them. 

1. The subcontractor loses the right 
to select his own insurer. 

This is not a condition peculiar to 
wrap-up ratings. It is not an uncom- 
mon practice for general contractors 
or principals for whom large construc- 
tion projects are to be built to specify 
that certain forms and amounts of in- 
surance must be carried by all con- 
tractors and written in a company ac- 
ceptable to them. The party imposing 
such requirements has a considerable 
interest in the matter of insurance re- 
lating to the work, regardless of who 
insured is. Ultimately he bears the 
cost of this insurance whether the bids 
are let on an ex-insurance basis and he 
bears it directly or it is included in the 
over-all bid of each contractor. Just 
as he has the right to require the use of 
the product of certain manufacturers 
in the work, so too is it reasonable for 
him to impose requirements as to the 
company which is to write the insur- 
ance, the cost of which he pays. 

2. The safety program that might 
be set up by the insurer under wrap- 
up would not be as effective as that 
which would be established in the ab- 
sence of wrap-up rating. 

Exactly the opposite would be true, 
the bureau contends. The insurer’s 
safety engineering work would aug- 
ment any other program that might be 
followed. There is absolutely no rea- 
son why the good work performed in 
the interest of greater safety should be 


OTIS CLARK & CO. 
Reinsurance 


FACULTATIVE . 
’ 


TREATY 
° 

| DD. ¢ 89 Dh} 
* 


206 SANSOME ST. 
SAN FRANCISCO 4 
PHONE EXBROOK 2-S168 


reduced or impaired in any manner. 
In fact, greater coordination between 
safety groups and the insurance busi- 
ness should result since the latter 
would be represented by a single in- 
surer concerned in every phase of the 
work rather than by a number of dif- 
ferent insurers each of which has an 
interest in only certain parts of the job. 

An over-all program should be more 
effective than the aggregate of as 
many as 35 to 40 safety programs by 
as many insurers. More efficient 
claims handling procedures would re- 
sult in quicker investigation and 
prompter processing through one faci- 
lity regardless of which contractor or 
contractors may have contributed to 
the cause of the accident. 

3. Wrap-up rating makes it difficult 
for the subcontractor to procure insur- 
ance for his completed operations ex- 
posure. 

Most wrap-up ratings that have been 
approved to date for use in New York 
state have not included completed op- 
erations coverage. A contractor who 
wants such coverage must make 
arrangements to do so independently 
of the over-all insurance programs de- 
veloped for the project. The contractor 
can look for this coverage with the 
wrap-up insurer or his regular insurer. 
If the contractor has bought the com- 
pleted operations cover on a selected 
rather than blanket basis, it is logical 
that his regular insurer will carefully 
consider such selection of risk. This 
does not mean that the contractor will 
be unable to secure the coverage. It 
means simply that insured’s selection 
of the risks to be covered calls for dif- 
ferent underwriting considerations 
than blanket coverage. 


No Contractor Benefit 


4. Any premium savings resulting 
from the use of a wrap-up rating 
program accrue to the benefit of the 
principal or the general contractor 
rather than the subcontractor. 

This is as it should be. The subcon- 
tractor is not expected to include in 
his bid any allowance for premiums on 
the insurance made available to him 
under the wrap-up rating program. 
The coverage is arranged and paid for 
by the principal or general contractor. 
Accordingly, the sub-contractor logic- 
ally waives all interest in any adjust- 
ment in the final premium for the 
project whether by dividend or retro- 
spective adjustment. Under a retro- 
spective rating plan the insurer may 
be entitled to an additional premium, 
which would be paid by the principal 
or general contractor and not by the 
subcontractor. 

5. The plan places all contractors on 
the same footing in submitting bids 
insofar as insurance costs are con- 
cerned, regardless of past experience. 

The basic purpose of the general 
liability experience rating plan is not 
to develop a reduction or an increase 
in premium as a reward or penalty 
for past experience. In other words, 
this plan is not applied in an attempt 
to recoup past underwriting losses in- 
curred in connection with an _ indi- 
vidual risk or to return some of the 
premiums for expired policies under 
which the incurred experience was 
better than the average contemplated 
by the manual rates. Rather, it is a 
procedure for estimating mathemati- 
cally the departure from that average 
that might reasonably be expected in 
the future based on past performance. 
A risk better than average in the past 
is expected to continue to be better 
than average in the future in the ab- 
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sence of credible changes in conditions 
under which insured operates. Simi- 
larly, a risk worse than the average 
in the past is expected to be worse 
than the average in the future, absent 
factors which would influence future 
conditions and which did not exist in 


the past. 
The conditions affecting general 
liability exposures existing in con- 


nection with large construction proj- 
ects insured under a wrap-up rating 
plan are quite different from those 
which influenced the past experience 
of the individual contractors. In some 
instances this is true by reason of the 
nature of the work to be performed on 
a large project as compared with 
past jobs of smaller size. The wrap-up 
affords opportunity to recognize dif- 
ferences of this nature. Centralization 
of facilities for administering medical 
aid and handling claims and a single 
safety engineering program result in 
conditions substantially different from 
those existing in connection with the 
past regular operations of the contrac- 
tor. So the contractor’s past experience 
is not considered an accurate basis 
for judging his experience for the 
project under a wrap-up plan. Con- 
sequently, there is no valid objection 
to placing all contractors on an equal 
footing in submitting bids insofar as 
general liability costs are concerned. 


Other Incentives 


The allegation that eliminating ex- 
perience under a wrap-up plan from 
future experience ratings of the indi- 
vidual contractor removes his safety 
incentive assumes that the only reason 
for a contractor’s concern over such 
accidents is their effect on his pre- 
miums. In addition to a natural de- 
sire to avoid accidents, there is the in- 
centive to minimize the frequency and 
degree of interruptions of work which 
result from accidents and which are 
costly to the contractor in ways unre- 
lated to premiums. 

6. The general liability experience 
rating of a subcontractor on regular 
operations is adversely affected by 
eliminating from the calculation of 
such modification the experience de- 
veloped under the wrap-up plan. 

Where the contractor has developed 
a debit modification for his regular 
operations, the favorable experience 
incurred under wrap-up will not be 
used to tamper the debit. If the losses 
under wrap-up are greater than the 
average contemplated by the manual 
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ditional mitten 
tree. 








rates, the opposite result will obtain. 
In either event, this procedure is prop- 
er since the conditions under which 
a contractor performs his operations 
insured under a wrap-up plan differ- 
ent from the normal for which the 
experience rating modification will 
apply in the future. 


Might Cost More 


7. The cost of the insurance under 
wrap-up may be greater than com- 
parable coverage under the contractors 
regular policies written in mutual 
companies or the State Fund. 

It is impossible to determine in ad- 
vance exactly what the difference 
might be between the final premium 
under wrap-up and the premium 
charged in the absence of such a plan. 
Many factors enter into such a com- 
parison. The bureau noted that the 
percentage allowance for underwrit- 
ing profit which underlies regular 
manual rates is not altered under 
wrap-up. 

8. Individual contractors are sub- 
ject to additional audits and paper 
work with respect to the operations 
performed at a project subject to 
wrap-up rating. 

To some extent the individual con- 
trator may be subject to additional 
audits and paperwork but can include 
this in his bid. But it is unrealistic to 
estimate this as 10% or more of the 
cost of his field labor. However, re- 
gardless of this factor, any apparent 
disadvantage of wrap-up from this 
standpoint is far outweighed by the 


advantages. 

9. Wrap-up rating plans are monop- 
olistic because they give one insurer 
and one producer all of the insurance 
for a particular project. This elimin- 
ates healthy competition and the pub- 
lic gets less for its money. 

The bureau does not believe that 
these results stem from wrap-up plans. 
No one company nor one broker has 
exclusive rights to such plans. The 
public gets more for its money. 

10. The combination of risks inher- 
ent in wrap-up rating tends to 
squeeze out the small broker and helps 
to further monopolize the insurance 
business. 


Valuable Services 


Brokers and agents perform valu- 
able services to both the insurer com- 
pany and buyer, the bureau stated. If 
they did not, they could not justify 
their existence nor the cost to the 
public of their services. However, it 
is not proper for the insurance de- 
partment to adopt any position mak- 
ing mandatory the use of any parti- 
cular services in the placement of in- 
surance. It has not done so in the past. 
The public should not be denied the 
opportunity of enjoying it if it so elects, 
any financial saving by reason of 
economies which may be effected with 
respect to services of producers. There 
is no evidence that under a wrap-up 
rating plan these services are any less 
efficient or effective than they would 
be if each contractor placed his own 
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ect in the same manner as for his 
other operations. 

11. Opposition is expressed to the 
creation of fictitious groups for insur- 
ance purposes. 


Fictitious Grouping 


The bureau is opposed to artificial 
and fictitious groups for rating pur- 
poses but denies that wrap-up rating 
in any way creates a fictitious group. 
It is an established principle for both 
WC and liability that under certain 
circumstances two or more entities 
may be combined for rating purposes. 
Rules relative to this are contained in 
experience rating plans. Under a wrap- 
up rating plan separate legal entities 
are combined because the combination 
is reasonable and justifiable in the 
light of the circumstances governing 
the operations performed by all con- 
tractors engaged on the project. In 
projects of substantial size the prin- 
cipal has a great deal at stake. To 
protect his interests he exercises, 
either directly or through the general 
contractor, a degree of supervision 
and control of the work performed 
which is greater than on smaller con- 
struction projects. Accordingly, the 
combination of risks inherent in wrap- 
up rating does violate principles un- 
derlying the position of the insurance 
business with respect to fictitious 
groups. 


Reduces Discount 


12. Participation in a wrap-up plan 
reduces the premium discount appli- 
cable to a subcontractor. 

Coverage on a contractor under a 
wrap-up rating plan cannot be con- 
sidered along with his regular coverage 
in determining any premium dis- 
count to be applied to the latter. The 
effect of the wrap-up on the indivi- 
dual contractor’s normal premium dis- 
count is not likely to be very sub- 
stantial. 

13. Wrap-up ratings prevent parti- 
cipation of a subcontractor in group 
compensation plans otherwise avail- 
able to him. 

Some contractors may participate 
in group WC plans under which their 
final premium is affected by the over- 
all experience of all contractors in the 
group. The bureau does not believe 
that the inclusion under a wrap-up 
rating plan of coverage for certain op- 
erations of a contractor will operate 
to deny him participation in any avail- 


coverage in connection with the proj-able group plan with respect to the 
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his balance of his operations. efe rent farm rates as the homeowners 
| ME Under @ wrap-up plan the sub- Urges Mutuals To Utilize Farmowners premiums are in relation to, dwelling 
the ntractor loses the credits on WC rates, the present premium levels for 
r= pe liability premiums on earnings in sasircgeaaa acai nemeneedine that of rate. It can be presumed that farmowners must be considered as ex- 
excess of $100 per week. storm. Fire insurance could be con- the fire and extended coverage rates perimental. It can be anticipated that 
The fact that certain of the con- ducted = county ro state basis be- which have been established by the farmowners premiums may eventually 
tractor’s operations are separately in- cause a fire could involve only one bureaus for farm property are in line pe at a comparable level to those of 
ial sured under a wrap-up rating plan farm. Windstorm insurance could be with the loss experience. Even though pomeowners, Mr. Rodda declared. 
- | does not operate to deprive him of conducted on a state-wide or regional it has been possible for farm mutuals mn ” . 
ng any premium savings to which he may basis with adequate reinsurance of the operating locally to write farm fire at omeowners Vemparsen 
1p. be entitled on the basis of payrolls imdividual companies. Even a wide- rates considerably less than those The underwriter immediately can 
th | expended on the balance of his oper- spread storm would not be likely to charged by the stock companies, it still question why he should enter a new 
in || ations, the bureau stated. destroy totally very many farms with- must be presumed that the fire rates of field of package insurance when he is 
rms ; ; ‘ in a state, Mr. Rodda: observed. the bureaus are in line with general already having trouble with the cur- 
“ Final Point Listed The modern farmer continues to be experience which has not been subject rent premium levels on homeowners. 
in 15. Inasmuch as automobile liability threatened by fire and windstorm, and to the extreme selectivity of the farm An examination of the intent in con- 
p- | jnsurance is not included under wrap- a perpen 1s rd ig — mutuals, Mr. Rodda said. oe with premium tie ee — 
up rating plans, a subcontractor wil] aM that of his predecessors. in addi- ; age policies is pertinent. ere have 
te | vg came two insurers, one for tion, the farmer is now threatened with “” a ene ; been many complaints on the part of 
he | general liability and one for automo- liability and theft claims. He has found An important question is how much company men and agents regarding 
ng | pile. Disputes may arise as to which it necessary to have liability on his of a reduction there is in these bureau the so-called inadequate premium le- 
n= } of the “wo companies has responsibil- automobile, and he realizes that the rates for farmowners. The premiums vels for homeowners. These com- 
a | ity for coverage in case of an accident. farming operation can also result in for fire and EC for broad form on the plaints generally ignore the expressed 
ms The possibility of disputes of this public liability claims. The automobile dwelling, the dwelling contents, theft, intent of these rate levels, Mr. Rodda 
ro nature exists whenever different com- has also made theft losses a possibility. and liability and medical payments are believes. 
- ) panies cover the general and auto- Thieves can operate not only in cities, all calculated at a discount of 25%. The The formula which was filed by 
al mobile liability exposures of one in- ut also in rural areas because of the premiums for farm personal property most of the rating bureaus under the 





sured, whether or not a wrap-up rat- 
ing plan is involved. No claim has been 
made as to the frequency with which 


speed with which the automobile per- 
mits them to make a getaway. Theft of 
farming equipment and livestock is an 


and farm buildings are calculated at 
discounts of 10%. Depending upon val- 
ues, the net reduction in cost would be 


recommendations of Inter-Regional 
Insurance Conference provided for a 
loss ratio of 54%. This left 6% for loss 


these disputes arise. When they do, important cause of loss. Collision and from 15% to 20% below bureau rates adjustment expenses, 6%, for profit 
“" insured is not without protection. The °Verturn are serious loss considerations for individual policies. While this is and contingencies, and 34% for other 
“i question of which insurer affords cov- to the expensive farm machinery which not quite as low in proportion to cur- expense including acquisition costs. The 
e erage on a particular accident can be is necessary for a competitive opera- 
As resolved on the basis of the facts. tion. 
The premium for a modern operation ee : : oe 
P runs into many hundreds of dollars. a 
Allstate Elects Ellis The packaging of protection in farm- 
1 ica. 7 owners makes it possible for the far- 
= Senior Vice President . mer to secure reasonably complete A ¢ 7 A 
i- Allstate has elected Davis W. Ellis : . Rata 
senior vice-president. He joined th protection with two policies: Farm- 4 
. P comp a 19 re owners and automobile. The premium 
me on po Peele di- is equal to that which companies get INSURANCE MANAGERS ar UND ERWRITERS P 
; t Si 195 from many smaller mercantile oper- watt : 
im ny ie pen ations which are considered desirable / ‘ 
ie vice-president, In business, Mr. Rodda noted. INLAND AND OCEAN MARINE 4 
i- os area = “ grees eee YACHTS + AIR CARGO 
= eld several sales e city underwriter could profit by 
- management posts, an examination of insurability and de- FIRE AND ALLIED LINES 
| 9 most ee sirability of the modern farm, he con- ¥ AUTOMOBILE PHYSICAL DAMAGE . 
ts eing coordinator tinued. Effective fire protection is ) att 
p of the sales sup- available to a large proportion of to- = MULTIPLE PERIL AND COMPREHENSIVE POLICIES § 
- port programs in day’s farms. Many multiple line com- 
the marketing de- panies which do not touch farm insur- 
e Davis W. Ellis partment. ance will jump at the chance to insure 
r ilies r de WC D —_ — stores. In many cases, the 
> elective Extends ‘ividends values involved in these stores are 
e Selective of Cincinnati has extended comparable to those of a modern farm. 
e its workmen’s compensation policy- Fire protection is no better on these 
p holders dividend to Indiana, Kentucky, retail stores than on many of the farm 
- Michigan and Tennessee, effective Jan. properties. 
e 1. The company has been paying WC An important question from the 


dividends in Florida, Georgia and Mis- 
souri since 1956. 


standpoint of an underwriter consi- 
dering the writing of farmowners, is 
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difficulties which companies are exper- 
iencing in connection with homeowners 
seem to stem partly from an effort to 
use more than 34% of the premium 
dollar for expenses and acquisition 
costs. An adjustment in company oper- 
ations to the 54% loss ratio would 
appear to be necessary if they are to 
avoid a loss from homeowners, Mr. 
Rodda said. 

Companies embarking on farmown- 
ers are not tied to previously set ex- 
penses, he continued. Should a compa- 
ny decide to expand its operations into 
the farm field, it would be offering a 
new facility to its producers. It might 
be possible to offer this new facility 
under conditions which are more in 
line with the projected loss ratios for 
the package policies. 

The general-writing mutual compa- 
ny will find increasing pressure to 
write farmowners. The investment 
mecessary to operate a farm in compe- 
tition with other farms brings about an 
increased participation in farm owner- 
ship by city and town dwellers. The 
farfer, who does not have the neces- 
sary capital, may and frequently does 
go to the city dweller who has capital 
to invest. They may work out a coop- 
erative arrangement, or perhsps the 
city investor buys a sufficiently large 
acreage to operate efficiently, and the 
farmer loes the work on a rental or 
profit-sharing basis. 

If a general-writing mutual is al- 
ready carrying the insurance for the 
city investor, it will be natural to write 
the farm business. But dabbling in a 
class is always dangerous. If a compa- 
my is going to be persuaded to write 
some farm business as collateral to its 
city business, it may well consider the 
advisability of establishing a farm 
department to write farmowners. 


Tool Available 


For the first time in history the 
general writing mutuals have avail- 
able a method of providing coverage on 
the preferred farm. The stock compa- 
mies have recognized the modern farm 
as desirable business and have de- 
vised a strong competitive weapon to 
take over an increased proportion of 
this business. Mutual companies, not 
previously in the farm field, may well 
consider whether they have an oppor- 
tunity to provide a service to the agri- 
cultural economy which in the past has 
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Crum & Forster Buys 
Gould & Gould Agency 


Crum & Forster has purchased 
Gould & Gould, Seattle managing gen- 
eral agency. The agency will conduct 
the affairs of the insurer in Washing- 
ton, Oregon, Montana, Idaho and Alas- 
ka as an autonomous branch of the 
Pacific regional department. 

The facilities of Crum & Forster 
will be made available immediately to 
agents served by Gould & Gould in the 
five states. 





been provided by an entirely different 


type of mutual. 


A report on assessment mutual pro- 
perty insurance in 1960 issued by Am- 
ican Mutual Insurance Alliance indi- 
cates a decline in this type of insur- 
ance, Mr. Rodda recalled. In 1935 
there were 1,076 companies writing 
assessment insurance. By 1960 the 
number of companies had declined to 

,574. Premiums and_ assessments 
reached their high point in 1959 at $75 
million. They started to recede in 1960, 
in spite of an increase in premium 
writings by companies generally, and 
in the face of an expanding economy. 
Unless farm insurance is to be aban- 
doned to the stock companies, there 
appears to be only two possibilities. One 
would be for the present farm mutuals 
to convert to multiple line operations 
in large numbers. Financial problems 
and the insurance laws governing the 
operations of farm mutuals make this 
unlikely. The other possibility is for 
multiple line mutuals to enter the 
farm field. This appears to be feasible 
and desirable to Mr. Rodda. 


Birkel ae Miller In 
N. Y. Hartford Fire Post 


Harold Birkel has been promoted to 
resident comptroller of Hartford Fire 
group’s New York department, suc- 
ceeding Walter E. Miller, retired. 

Mr. Birkel joined the group in 1922 
and was assistant manager and then 
manager of the accounting depart- 
ment before he was named assistant 
comptroller earlier this year. 

Mr. Miller had been with the group 
nearly 45 years. Before being ap- 
pointed resident comptroller in 1950, 
he was manager of the accounting de- 
partment. 


American F.&C. Issues 
Account Selling Device 


American Fire & Casualty has de- 
veloped for the typical family a “‘do-it- 
yourself” Plan-O-Rama, which sim- 
plifies the listing and evaluation of all 
personal property and clarifies the 
types of insurance available for pro- 
tection of possessions and _ liabilities. 

The prospect completes the simpli- 
fied form and is able to see what he 
owns, how much it is worth and the 
amount of insurance that may be in 
order. He then returns it to his agent, 
who is prepared to discuss the situa- 
tion with him, make recommendations 
and give necessary counsel. 

The device is the company’s weapon 
for personal account selling and was 
designed to boost its agents’ sales and 
to increase their average account pre- 
mium. The Plan-O-Rama is being pro- 
moted by direct mail folders and let- 
ters, newspaper ads of several sizes, 
TV slides, radio commercials, posters, 
sticker for correspondence and signs 
for taxis. All this material is person- 
alized for the agents’ use. 


D.C. Unit Can Specify The 


Cover In Purchase Contract 


The U.S. appeals court at Washington 
has upheld the power of the District of 
Columbia board of commissioners to 
regulate insurance provisions of in- 
stallment auto purchase contracts. 
Franklin Investment Co. had conten- 
ded that the commissioners exceeded 
the authority granted by a 1960 act of 
Congress. The latter empowered the 
commissioners to limit the kinds of in- 
surance the car dealer might require 
of buyers. 

The regulations prescribed what in- 
surance may be included in the pur- 
chase contract. The Franklin firm 
claimed this difference in wording was 
crucial. Judge Burger ruled that keep- 
ing excessive insurance out of purchase 
contracts is merely a means of pre- 
venting “the car dealer’s objectionable 
means of requiring, if not coercing, 
the purchase of particular insurance.” 


North America Sing-A-Long 
North America will sponsor its 
Christmas Eve “Sing with Bing’ radio 
show for the seventh consecutive year 
over facilities of CBS and Canadian 
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Broadcasting Co. 

The program gives the company’s 
producers the opportunity to express 
appreciation to their clients through 
promotional aids and advertising in 
local papers and on local stations. Each 
agent will receive a list of suggestions 
on effective tie-ins with the program, 


Eyre Back To American 

John T. Eyre has rejoined American 
as production supervisor at Philadel- 
phia. 

Mr. Eyre has been in insurance since 
1943, when he started with Franklin 
Fire in Philadelphia. He joined Amer- 
ican there in 1949 and was a fire 
underwriter until 1952 when he was 
appointed special agent. He went with 
London & Lancashire in 1958 as a field 
representative, his most recent position, 


Agent Scores NAIA Stand 


On Bureau Franchise Plan 


National Assn. of Insurance Agents 
has placed members in an “untenable” 
position by its opposition to National 
Bureau’s franchise rating plan, Elwin 
T. Gammons of Providence, past presi- 
dent of the Rhode Island association, 
told the advisory board of the New 
England agents’ associations at a meet- 
ing in Boston. He recommended that 
representatives of agents’ groups and 
National Bureau get together with su- 
pervisory officials to stop direct writers 
from the use of such plans. 

New Hampshire, after approving the 
National Bureau plan, withdrew ap- 
proval. 

The advisory group elected T. Wins- 
ton Keating of Claremont, past presi- 
dent of the New Hampshire associa- 
tion, chairman to succeed E. H. Welch- 
man of Woodstock, Vt. 


Junior Marshals In Xmas 
Program Of Hartford Fire 


Hartford Fire agents are distribut- 
ing “Golden Rules for a Happy Yule” 
tags to four million members of the 
group’s Junior Fire Marshal program. 
The junior marshals will visit stores, 
tmarkets and tree nurseries before 
(Christmas to attach the colorful tags 
to trees on sale. The tags cite rules 
to keep Christmas trees safer from 
fire. 

Hartford agents, in cooperation with 
city fire departments and elementary 
schools officials, will also distribute 
the winter issue of the Junior Fire 
Marshal magazine for classroom fire 
safety studies. 


Vs Change In Exam Costs 


The Maryland department has ex- 
pressed vigorous opposition to one pro- 
posal by the commission that is pre- 
paring a revision of the state in- 
surance code. The proposal would have 
permitted insurers to deduct from 
their premium taxes the costs of com- 
pany examinations. The department 
argued that it is customary to charge 
such costs, which run about $65,000 
a year, against the companies being 
examined. 


F.&D. Advances Nichols 


Fidelity & Deposit has appointed 
Hamilton J. Nichols Jr., attorney in 
charge of its Houston claims office. He 
succeeds Charles B. Barker, retired. 
Mr. Nichols has been in the company’s 
Houston claims unit since 1959. 


Stamford (Conn.) board has elected 
J. Kenneth Shepard president, John 
H. Yankee vice-president, Alton F. 
Cable secretary, and Michael J. Beluk 
treasurer. 
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Measurement Of Ad Results Is Complex 


(CONTINUED FROM PAGE 6) 
specific markets and at quality risks 
within those markets. Makers of 
other products are only concerned 
with acceptance of their wares, and a 
sale results in a predetermined profit. 
The latter is always uncertain in in- 
surance, so insurers have the dual ad- 
vertising problem of gaining accept- 
ance for their product and of at- 
tracting acceptable buyers. This is 
something for insurer managements to 
remember when they begin to look for 
results from their accelerated ad pro- 
grams some months after their incep- 
tion. 


Time To Investigate 


Perhaps insurer managements would 
find it profitable to invest substantial 
amounts of time in making thorough 
inquiries about their ad programs not 
only before the ad budget is spent but 
even before it is determined. It is dif- 
ficult to understand how a realistic 
budget can be set up, unless manage- 
ment has certain goals in mind. The 
very raising of the question ‘‘What is 
the purpose of our advertising?” will 
pay dividends because it will force ex- 
ploration of the subject within the 
framework of the company’s entire 
marketing program (and where there 
is none, or an inadequate one, will 
sharply point up the lack) and will 
forestall needless wrangling after the 
ads have appeared and the question of 
their effectiveness is raised. 

This preliminary determination of 
ad goals will be a tall order for in- 
surer managements to fill. After all, 
it is not too many years since the in- 
surance ad budget was a “necessary 
nuisance” in the view of many, and 
in some cases a catchall for remotely 
related expenditures. But now the im- 
portance of marketing has been more 
than accepted, and with it, the ad- 
vertising function has gained new, rec- 
ognition. 


Puffed Up Phrase 


“Determining advertising goals” is 
a puffed up phrase but it can be de- 
flated and brought down to earth for 
practical purposes. All it means is de- 
ciding what part the ads can and 
should play in producing premiums. 
Recognizing that they can only play 
one part and are not the whole show, 
immediately puts the ad program in 
focus and emphasizes its dependence 
(and vice versa) on all other market- 
ing activities. 

For example, management must 
identify its prospects and must decide 
on the merchandise it wishes to sell, 
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where to purvey it at a profit or in 
the realistic expectation of one, the 
prices, and the “differences” in prod- 
uct it wishes to exploit. After these 
basics are weighed, another consid- 


eration—second to none in impor- 
tance—arises. This is the question of 
planned programs for sales forces. 


This must start by inducing the sales 
forces, who are independent in the 
case of traditional companies, to par- 
‘icipate in the marketing program 


from its inception, which is marked by 
the appearance of the ads. 

The ads are the trumpet blast 
which sounds the marketing charge. 
If the sales forces do not move for- 
ward with determination before the 
echo dies away, the insurer will be 
like Little Boy Blue—merely blowing 
its own horn. 

Insurer managements’ discussions 
with advertising agencies on projected 
programs should therefore not merely 
be concerned with the specifics of 
sadvertising—art work, copy, media 
and similar considerations. ‘hese dis- 
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cussions should be full scale planning 
sessions—not on advertising but on 
the company’s entire marketing pro- 
gram. Where there is none, the lack 
must be supplied before one sensible 
word can be uttered on the subject 
of advertising. 


Production Goals 


This means that management must 
set its production goals, by volume, by 
line, by territory and by identifying 
the members of the sales force who 
are to execute the planning. It means 
that the ad agency must be fully 
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briefed to start with, and kept up to 
date as time goes by, for another fac- 
tor in ad programs as part of over-all 
marketing is the reaction and response 
of competitors to any company’s ad- 
vertising. Sometimes such response 
dictates variation in a_ predeter- 
mined campaign. 


Agents And Others 


But before anticipating the latter 
developments, there will be plenty to 
accomplish in the preliminary plan- 
ning stage. If the steps outlined are 
not successfully taken, the advertis- 
ing starts out with two strikes against 
it. 

It is obvious that independent agents 
play a vital role in any ad program— 
not merely from the post facto stand- 
point of the sales they may make as 
the partial result of it, but from the 
very start when it must be determined 
whether they intend to participate en- 
thusiastically in the promotional ef- 
fort which the ads herald. Agents, 
therefore, must have a part in the 
planning of campaigns; a sales job 
must be done on them before the 
public is ever approached. This 
should be a major activity in the in- 
creasingly popular agent-company 
conferences. 

Resident vice-presidents and com- 
pany field men—who are the nearest 
thing to local sales directors the tra- 
ditional companies have, should also 
be fully informed and consulted be- 
fore ad programs are undertaken. 

Underwriters, claims officials, actu- 
aries and the electronic data vice- 
president should also be represented 
at planning sessions—if not in person 
—then through consideration of their 
viewpoints which are all indispensable 
in any well conceived ad program 
based on the company’s total market- 
ing philosophy. 


Identifying Goal 


That of course starts with the presi- 
dent. His main concern, therefore, 
with respect to ad expenditures should 
not be with the tangible results after 
thousands of dollars are spent (though 
this is important) but with the allo- 
cation of the dollars to do one job in 
the over-all goal he has laid down for 
his company. 

That one job is to reach and in- 
itially persuade people, who will buy 
the products the company wishes to 
sell and, conversely, to whom the 
company is willing to sell (a consid- 
eration unique to those in the under- 
writing business.) 

That is the only job advertising can 
be expected or called upon to do. A 
company’s sales will partially reflect 
this function, but they will also re- 
flect the enthusiasm, knowledge and 





December 15, 196] 


skill of the salesman who follows up, 
the acceptability of the price and other 
factors, including what the competi- 
tion is doing. 

If the president discharges his main 
function in developing a total market- 
ing philosophy, with the aid of his 
top men, and of enlisting full scale 
support of it, he will eventually ap- 
proach in the proper frame of mind 
the vital question of measuring ad- 
vertising effectiveness. 


Part of Whole 


He will not be looking for a certain 
amount of dollars rung up on the cash 
register for each dollar laid out in 
advertising. He will have a full ap- 
preciation of the fact that his situa- 
tion is rather unique. His product— 
insurance—is an intangible, and ad- 
vertising is an intangible art, at least 
in its results. 

Trying to break its effectiveness out 
of the whole marketing procedure is 
something like trying to decide which 
tiny drop of water finally drove the 
legendary Chinaman crazy when it 
pelted on his skull. Trying to deter- 
mine such questions is calculated to 
drive any investigator off his rocker. 


The Last Word 


One negative conclusion, at least, is 
inescapable. All other aspects of 
marketing would be worthless if no- 
body knew about them. Advertising is 
what makes them known. The last 
word on the subject was probably said 
by P. T. Barnum, some of whose an- 
tics are probably not admirable to 
insurer presidents, but a fellow who 
knew how to get his name and that 
of his enterprise fairly well known. 
He said: “Advertise or the bankruptcy 
sheriff will do it for you.” That ad- 
vice is more valuable than research 
in depth, and a lot cheaper. Barnum 
probably meant to imply also that 
when you advertise you are commit- 
ting yourself to put on a good show. 
The fact that he always did probably 
made it unnecessary for him to stress 
this point. Other business men _ in- 
cluding insurer management, however, 
might keep it in mind. 


Griffith Foundation Plans 


Seminar, Conference In 1962 


A three-day seminar for insurance 
middle management will be sponsored 
at Ohio State University next Sep- 
tember by Griffith Foundation for In- 
surance Education. Action to sponsor 
the conference was taken at the recent 
meeting at Columbus of foundation 
trustees. Dr. J. D. Hammond, assistant 
professor of economics and associate 
executive secretary of the founda- 
tion, will be seminar director. 
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Many Oppose N.A. Wrap-Up Proposal 


(CONTINUED FROM PAGE 2) 
represented by Richard Elliott, man- 
ager of the general liability department. 

Edwin D. Kyle, attorney for the WC 
board, was asked by the department for 
the reasons the board declined to file 
the wrap-up plan. He offered the min- 
utes of the rating committee meeting 
at which the decision not to file was 
reached. Beyond that, he told the 
hearing, it is not legal to inquire into 
the mental processes of those who 
made the decision. 

Joseph Oster of the department also 
asked him what the board would have 
done had there been a single site. That, 
Mr. Kyle said, is grossly out of order— 
for the board to speculate on what it 
might have done had the circumstances 
been different. Asked also if the plan 
was not the same as was used by the 
Port Authority when it constructed a 
new tube for Lincoln Tunnel, Mr. Kyle 
replied that on that one the board fol- 
lowed the instructions of the insurance 
department. 


Question North America 


Roy H. Bent of North America, who 
supervised preparation of the proposed 
wrap-up for the housing authority, was 
questioned at length by Mr. Oster, Ne- 
well Alford, deputy superintendent, 
and other members of the department 
staff. Most of the questions related to 
previous testimony of Mr. Bent (Nov. 
10 issue of THE NATIONAL UNDERWRI- 
TER). 

Doesn’t the filing violate the freedom 
of contract law (which prohibits a 
commission reduction by way of a 
rate filing)? Mr. Bent replied that 
counsel of North America has given 
him the opinion that the law does not 
preclude negotiation of the commission. 
The latter is indicated as being 3% in 
the proposed filing. 

Where are the projected savings 
coming from? From acquisition cost, 
safety, auditing, claims handling, and 
other sources, he replied. Inspection 
and safety facilities will be superior 
because they are more coordinated and 
efficient with one rather than many in- 
surers, and with the authority oversee- 
ing the job. North America will make 
its own inspections but with one in- 
surer these can be fewer and better. 


Authority Experience 


He said he did not have the accident 
frequency and severity on other hous- 
ing authority jobs. Asked why he had 
used a different approach on liability 
than on WC, he said composite rating 


Hewett, Kiebler Advanced 
By Mich. Millers Mutual 


Michigan Millers Mutual has pro- 
moted Richard E. Hewett, agency 
supervisor, to vice-president, and Ne- 
well E. Kiebler, manager of the mill 
and elevator department, to assistant 
vice-president. Both had been assistant 
secretaries. 

Mr. Hewett joined the company in 
1932 and has filled various underwrit- 
ing posts as well as being state agent 
in Pennsylvania and Maryland, and 
assistant agency supervisor. Mr. Kie- 
bler went with the company in 1936 
and since then has been in under- 
writing and claims work. 





A bill has been introduced in New 
York that would require the insurance 
department to pay for expenses of ex- 
amination of employe welfare funds. 
Presently the costs of such examina- 
tions are paid by the funds themselves, 
as in the case of insurance companies. 


of liability is common, but not of WC. 
Why not use the experience of indi- 
vidual contractors? To do so is difficult 
and expensive because of the number 
of contractors. The department brought 
out that North America had used such 
experience in its wrap-up program on 
the taconite project in Minnesota. 
Will North American provide con- 
tractual liability for contractors? Yes. 
Completed operations? Yes, if required 
and the contractor can’t get it else- 


where. For how long? For as long as 
the contractor wants it to run—say one 
or two years after the job is completed. 
If a contractor doesn’t require hold 
harmless agreements from subcontrac- 
tors, the latter don’t need contractual 
liability coverage? Right. 


Question Posed 


Is the housing authority construction 
program a risk within the definition of 
risk in the rating law? Yes, it has a 
common source of funds, and it is a 
single program of construction. 

Will the program be used for similar 
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situations other than the housing au- 
thority? It was designed only for the 
latter. 

Questioned on how North America 
would save money for the housing au- 
thority in connection with insurance 
costs, compared with costs when the 
contractor purchased his own coverage, 
Mr. Bent indicated that the contractor 
figures all his costs, including insur- 
ance, and adds a profit factor to arrive 
at the bid he makes. Representatives of 
contractors in the room indicated that 
this is not the case, that the contracting 
business is extremely competitive, and 
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the practice is for the contractor to use 
any insurance credits to shave the bid 
and get the job. 

The electrical contractors indicated 
they thought the wrap-up plan would 
work against safety, require excessive 
auditing. and make it hard for the con- 
tractor to buy completed operations 
cover. James A. Holton, a Jamaica 
agent stated that the plan makes a 
jToducer out of the housing authority. 
‘The brick masons don’t want to lose 
‘their “savings” on insurance. 


Deprived Of Benefit 


‘The mutual agents pointed out that 
a subcontractor 
earn a favorable insurance experience 
would be deprived of the benefit of this 
effort. They questioned whether there 
would be any saving in the auditing of 
payrolls. Because of the number of sub- 
contractors and the complexity of the 
rating formula, no state unit or rating 
bureau could properly verify the in- 
surer’s charges. The plan is unfair be- 
cause agents would not be able to com- 
pete for the business of the contractors 
and subcontractors. 

The brokers contend the plan is il- 
legal because it restrains trade. 


who had worked to. 


HteNATIONAL UNDERWRITER 


Eyes Rise In U.S. Excess Market 


(CONTINUED FROM PAGE 8) 


substantially. Fumes damaged nearby 
homes by peeling the paint off. The 
total claim was $2.5 million. 

3. An insured poultry feed producer 
sold his wares, containing a deleteri- 
ous substance, which caused death and 
injury to customers’ chickens. One 
customer was forced out of business. 
The claim cost about $150,000. 


Catastrophes Losses 


The examples given were occur- 
rence PDL losses, Mr. Sheehan noted. 
He also cited examples of recent ca- 
tastrophe losses. 

1. A prominent oil company suffered 
a fire which claimed the lives of two 
employes and injured eight others. 
There was a fallout of hot petroleum 
and smoke, resulting in 12,000 indi- 
vidual PDL claims for an estimated 
$5 million. 

2. A large household-products man- 
ufacturer contracted for the installa- 
tion of a sprinkler system in a new 
plant. The contractor subcontracted a 
waterline job to a plumbing firm. Dur- 


ing the excavating and backfilling for 
the waterline, a previously laid gas 
main was disturbed. Some 30 days lat- 
er, the main broke, causing an explo- 
sion and fire that destroyed the new 
plant. The utility company, which in- 
stalled the gas main, was absolved, but 
the contractor and plumber were held 
jointly negligent to the tune of $359,687. 

3. An employe of a department 
store was instructed to gather and 
burn rubbish in a portion of a large 
warehouse leased to the store. He 
inadvertently entered a _ co-tenant’s 
portion of the warehouse and began 
to carry out his orders in a waste bin 
which was on the floor of a paint 
spray booth. The bin, being filled with 
paints, flashed a fire throughout the 
warehouse with more than $1 million 
in damage. 


Wheel Exploded 


4. The purchaser of a bench saw 
lost the sight of one eye when an abra- 
sive wheel exploded. The manufacturer 
sustained a loss of $312,000. 

5. An explosion involving a single 
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truck killed 12 persons, injured 100 
and caused an estimated $9.3 million 
in property damage. 

Looking to the future, Mr. Sheehan 
noted that professional reinsurers have 
been instrumental in developing aq 
U.S. excess and surplus lines market 
for casualty coverages. They have con- 
tributed largely to the umbrella, ex- 
cess limits, workmen’s compensation 
excess limits over a self insured pro- 
gram, and many professional and mal- 
practice excess covers. 


Fertile Opportunity 


However, the property field offers 
fertile opportunity for all risk type 
contracts and difference in conditions 
(the parasol), Mr. Sheehan noted. In- 
dividual loss potentials in manufactur- 
ing industries are constantly increas- 
ing, due either to larger properties or 
to greater concentration of values 
within a property. In addition, the im- 
pact of business interruption coverage 
Ikosses from larger properties calls for 
capacity of astronomical proportions, 

When these factors are compounded 
by new industrial processes and _ pro- 


ducts, the catastrophe potential js 
staggering, Mr. Sheehan said. When 
tornadoes, hurricanes and uncontrol- 


lable eruptions of nature are injected 
into the picture, the problem of capa- 
city becomes self-evident, he observed. 

With tremendous property catas- 
trophes in mind, the future of U.S. cas- 
ualty and property catastrophe cover- 
ages will largley depend on the profes- 
sional reinsurers provision of “the 
single market” of Lloyd’s as well as the 
capacity to absorb major incidents. 
With the cooperation and capacity fur- 
nished by these reinsurers on the com- 
prehensive catastrophe liability form, 
there is every reason to believe that 
the challenge will be met, Mr. Sheehan 
concluded. 


Royal-Globe Moves Coleman 


John F. Coleman, claim manager of 
Royal-Globe at Chattanooga, has been 
transferred to Birmingham in _ the 
same capacity. He succeeds J. L. Cole, 
who has entered private law practice. 

Mr. Coleman joined the group in 
1954 as a claim adjuster at Birming- 
ham and has been at Chattanooga 
since 1957. 


Urges Sale Of Fire Safety Protection 

New York chapter of Society of Fire 
Protection Engineers at its December 
luncheon meeting heard Donald M. 
O’Brien of the engineering department 
of New York Fire Insurance Rating 
Organization speak on the need to sell 
fire protection to professionals and to 
the general public. 

Professional Ins. of New York has 
completed the private placement of 
40,000 shares of additional common 
stock at $20 per share. 


Service Guide 

















BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 

ATLANTA NEW YORK 
MIAMI 


RICHMOND 
PORTLAND 











CONFIDENTIAL NEGOTIATIONS FOR 
SALE OF INSURANCE COMPANIES 


Chicago 2, Ili. 





30 N. LaSalle St. 
Financial 6-9792 















~> 


Jar 
York 
Fore 
than 
joine 


9 


insur 
Geor 


Ore 


Or 
nual 
Bren 
Marl 
presi 
& Co 


Jo 
Com: 
joine 
ton, 





XUM 















December 15, 1961 


FieNATIONAL UNDERWRITER 


Faulty Assumptions Befog Scene 
And Hamper Progress, Muth Says 


Three false assumptions are produc- 
ing confusion in the business today and 
fogging up com- 
munications, Ray- 
mond A. Muth of 
Newark, president 
of New York State 
Assn. of Insurance 
Agents, said in a 
tak before Ro- 
chester Field Club. 
These assumptions 
are that insurance 
is merchandise, 
that publ’: demand 
has produced in- 
novations in the 
business, and that price is the controll- 
ing factor in selling insurance. 

Mr. Muth emphasized the impor- 
tance of the special agent to the agency 
system, particularly in the area of com- 
munication, at a time when there is 
more confusion than enlightenment 
and more argument than agreement. 
The field man carries the responsibil- 
ity for conveying the spirit and the 
thinking of the company to the agent 
and prompting him to execute plans 
necessary to success. In turn, he con- 
veys the thinking of his agents to the 
company so its management is aware 
of production problems and needs. Do- 
ing this job with a thorough knowledge 
and a proper degree of enthusiasm will 
produce a winning agent-companvy 
team. 


Hot And Cold 


“The companies and their agents 
have a common goal in this business,” 
he said, “yet it often seems we are 
running plays called by two different 
quarterbacks. Every major issue has 
two sides, the company’s side and the 
agent’s side. If the companies are for 
it, the agents are against it, and vice 
versa.” Agents who used to criticize 
companies for being too conservative 
and unprogressive criticize them for 





Raymond A. Muth 


Hillas Retires From 


America Fore Loyalty 


James R. Hillas, manager of the New 
York bond department of America 
Fore Loyalty, has retired after more 
than 42 years with the group. He 
joined Fidelity & Casualty in 1919 and 
has held his present post for 22 years. 
He is past president of Surety Man- 
agers Assn. of New York City. 

Mr. Hillas’ father, the late Robert 
J. Hillas, was president for many years 
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Joins Security Counselors 


Myron J. McKee Jr., former presi- 
dent and treasurer of State Automobile 
Insurance Assn. and _ treasurer of 
Statesman Ins. Co., has joined Security 
Counselors of Chicago. 

Mr. McKee will work mainly with 
insurance accounts, according to 
George R. Schneider, president. 


Ore. CPCUs Name Brenton 


Oregon chapter of CPCU at its an- 
nual meeting in Portland elected Will 
Brenton, Cecchini agency, president; 
Mark Farris, Oregon agency, vice- 
president, and William H. Lilly, Dooly 
& Co., secretary-treasurer. 

John E. Patterson, special agent of 
Commercial Union-North British, has 
joined the Pitchford agency in Isling- 
ton, Mass. 


doing too many things too fast. The 
sleeping giant now is a frustrated one. 

The business, Mr. Muth believes, has 
been sold on a new concept of insur- 
ance by those in Washington who have 
been investigating insurance. The busi- 
ness has failed to sell them on basic 
fundamentals of insurance. The furor 
from Washington has been added to the 


we wish you a 





competition of the direct writer to pro- 
duce today’s competitive stew. 

In this atmosphere, it is easy for 
Mr. Muth to understand why agents 
are opposed to “no prior approval.” 
They see in it a commission squeeze 
that would put them out of business. 
For the same reason agents want the 
protection of the freedom of contract 
law, “which simply takes the question 
of commission out of the rate filing and 
places it where it belongs, between 
the company and the agent.” 

The business climate is changing 
today toward discounts and more 
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discounts, he said. Whether this is for 
the better of the public is questionable. 
All out competition is a great ieveler, 
he said. It has a tendency to make all 
things equal—‘“cheap and common.” 


Change Is Inevitable 


Yet change is inevitable. “We cannot 
stop it, and it would be unwise to do so, 
even if we could. But we can control it 
and with proper fortitude and faith in 
what we believe in, we can design it 
to fit the quality of the product we 
have to sell.” 

Insurance never 


was merchandise, 
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it is not now, and it never will be, Mr. 
Muth declared. 


Public Lacks Knowledge 


Also, members of the public don’t 
know enough about insurance to de- 
mand this or that type of distribution, 
or this or that type of contract. If they 
did, they wouldn’t take the time or 
trouble. If certain ideas and methods 
are presented to them, they may be 
induced to buy. But no one should 
fool himself into thinking they de- 
manded them or that they can’t be in- 
duced to endorse something entirely 
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different if given the opportunity and 
the incentive. 

Third, the controlling factor in in- 
surance selling today is the same as it 
always was, salesmanship, not price. 
That holds true for the field man who 
attempts to secure a representative for 
his company and for the agent who is 
attempting to sell a policy to a prospect. 
The fundamental factor in insurance 
selling is still getting there first and 
convincing the prospect that he needs 
what the agent has to offer. 

Yet, he said, in the mad rush to be 
competitive, the business is forgetting 
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everything else. Anyone can sell price, 
but it takes an intelligent well-in- 
formed man to sell quality. Mass pro- 
duced policies with built-in distribu- 
tion and billing systems shove into the 
background the most important selling 
advantage, the personal attention and 
service of the independent agent, he 
said. But competitive policies can be 
sold within the framework of the 
present agency operation just as well 
and just as efficiently as any other 
system, and he said he is willing to 
prove it. 

“We can’t let leadership pass to the 
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competition while we spend our time 
arguing among ourselves,” he declared. 
“We must sit down as an industry, 
agents and companies, to plan a ¢o- 
ordinated approach to our problems. 
We talk of cooperation and then do 
just the opposite. We lack cooperation 
between agents, we lack cooperation 
between companies, and we lack ¢co- 
operation between companies. and 
agents.” 


Potential For Growth 


He said he is an optimist because 
the agency system has a great poten- 
tial for growth. But it must be streng- 
thened if it is to produce for the indus- 
try greater results than any method 
yet devised. It can’t be strengthened 
by putting it on reduced rations and 
threatening it with eventual starva- 
tion. 

He urged adherence to the principle 
that commission is a matter for indi- 
vidual company negotiation. Economy 
policies should be designed for distri- 
bution and servicing by the agent. 
Companies should assist in getting ad- 
ditional personnel into agencies. Mar- 
ginal agents should be encouraged to 
merge with established agencies or 
take on additional personnel. 

He advised field men to become ex- 
perts in at least one difficult contract 
and urged them to encourage agents to 
study and learn more about their bus- 
iness. Field men can help also by 
studying office systems with particular 
attention to eliminating red tape that 
hampers all agents. He also asked them 
to encourage agents to join their asso- 
ciation and encourage companies to 
use the Big I in their advertising. They 
should encourage agents to sell quality, 
but most important, to sell. 


Agents’ Potential Great 


“There isn’t an agent in your terri- 
tory that couldn’t sell more and better 
than he is selling now,” he said. “There 
isn’t an agent in your territory that 
couldn’t spend more time away from 
his office than he spends now.” 

The problems of the business can 
best be solved by better communica- 
tions, he said, and here the field man 
is in a key position. 


Glen Falls Peametes 


Glens Falls has made two promo- 
tions in its newly formed western 
department at Kansas City. Ulisse A. 
Canale Jr. has been named manager 
of the multi-peril division and Willard 
M. Brown Jr. manager of the casualty 
underwriting department. 

At the home office, T. Richard 
Cook has been appointed manager of 
the new special risk unit. 

Mr. Canale, with the company since 
1951, has been divisional underwriter 
in the home office multi-peril division. 
Mr. Brown, with the company 16 years, 
has been manager at Louisville. Mr. 
Cook joined the company in 1954 and 
has been agency superintendent in the 
western New York department. 


N.C. Rejects Extended Pay 


Endorsement On Fire Forms 


Commissioner Gold of North Carolina 
has rejected Royal-Globe’s proposed 
extended premium payment endorse- 
ment for fire and allied lines where the 
premium is $100 or more. Mr. Gold 
said the endorsement would be tanta- 
mount to attaching a time payment 
plan to a contract and calling the ad- 
ditional charge a premium. 

Mr. Gold called the plan discrimin- 
atory and observed that finance 
charges should not be part of a pre- 


mium. 
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Contract Failure Pits 


Surety vs U.S. Tax Liens 

American Surety has asked the U.S. 
Supreme Court for a writ of certio- 
rari in a case involving a performance 
bond and the priority of mortgages 
taken by the surety as against federal 
government tax liens. The Washington 
supreme court had decided partly in 
favor of American Surety’s position. 

Oscar Sundberg & Sons contracted 
with Boeing Airplane Co. to do certain 
painting work for $341,569. American 
Surety wrote the performance and pay- 
ment bonds in that amount. On July 
14, 1955, Sundberg notified the surety 
it could not continue the work and 
asked for financial assistance. The sur- 
ety promptly advanced $9,000 with the 
understanding that the sum would be 
secured oy mortgage. 

Subsequently American Surety ad- 
vanced additional sums, for a total of 
$163,316. Sundberg assigned to the 
company all sums due or to become 
due from Boeing and the firm’s three 
partners executed morgages in favor 
of the surety on property they owned 
individually. The company recouped 
$106,747, mostly from Boeing, leaving 
a difference of $56,569, for which it 
obtained a judgment. 

Internal Revenue Service filed no- 
tices of tax liens amounting to more 
than $40,000, beginning Oct. 26, 1955. 
The Washington court worked out a 
schedule of priorities which the surety 
argues is based on an erroneous legal 
premise, according some of the tax 
liens priority over the surety’s mort- 
gages. 

In asking for a writ, the surety con- 
tends that a conventional mortgage is 
more than a lien. Also, if a mortgage is 
assumed for argumentative purposes 
only to be nothing but a lien, then the 
principle of “first in time is first in 
right” applies. 


Senator Dodd To Speak At 
Conn. Mutual Agents Meet 


Mutual Agents Assn. of Connecticut 
will hold its 1962 convention at the 
Waverly Inn, Cheshire, Feb. 5. Sen. 
Thomas Dodd, chairman of the Senate 
anti-trust and monopoly subcom- 
mittee will speak. Among topics on the 
program are new assigned risk revi- 
sions, multi-peril commercial package 
policies, and mutual funds. A “powder 
puff clinic” will be held for insurance 
women attending the meeting. 


Join Despard & Co. 

William A. Carlson and Paul E. 
Doherty have joined Despard & Co., 
New York brokerage firm. Mr. Carl- 
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son, formerly with Marsh & McLen- 
nan and with Griswold & Co., will be 
yan average adjuster. Mr. Doherty, 
with Liberty Mutual 37 years, will be 
active in production. 


UM Losses Rise 


Virginia is expected to approve an 
increase in the premium for uninsured 
motorist cover from $1 to $3. At a 
hearing in Richmond, it was brought 
out that paid loss figures are running 
very high and that claim frequency 


faas risen sharply in the past 15 
months. Insurers in that state get part 
of the $20 fee which uninsured drivers 
have to pay when buying their li- 
cense plates each year. This amounted 
to $1,809,329 in the year ended last 
June 30, but motor vehicle depart- 
ment administration expenses took 
$396,395, approximately 22%. 

In Maryland, the unsatisfied claim 
and judgment fund will increase the 
charge against uninsured motorists 
‘from $26 to $32 to take care of a 
deficit in the fund next April. 
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Public Service Mutual 
Expands In Conn. 


In conjunction with its current ex- 
pansion into Connecticut, Public Ser- 
vice Mutual has appointed Nicholas G. 
Chilek to handle that field. He began 
in insurance 25 years ago with Crum 
& Forster. 

In his new position, Mr. Chilek will 
supervise all operations at Public Ser- 
vice Mutual’s new service headquar- 
ters at 100 Broad Street, Milford, Con- 
necticut. 
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Excess Auto—A Modern Necessity! 


Financial Ruin! You wouldn’t want 
one of your clients to be in that spot. 
But unless you are alert to the danger, 
it could easily happen. Every day 
more and more people seek redress for 
auto injuries, and every day the settle- 
ments seem to grow higher and higher. 
Therefore, it’simportant that you make 
sure your clients, (especially the As- 
signed Risks) have high limit Excess 
Auto Liability Insurance. As an insur- 
ance man, it is your responsibility. 


Continental Makes It Easy 


Now, through Continental Casualty, 
you can offer excess limits—up to 
$100/300 for bodily injury, and up to 
$25,000 for property damage. You will 
fulfill an obligation and at the same 
time increase your premium volume. 


Coverage not available in Virginia, 
Texas, and Hawaii. In Massachusetts, 
New York and North Carolina, specific 
Insurance Department approval is nec- 
essary on an individual basis. 


"CE CONTINENTAL CASUALTY G 


3*MEMBER OF THE CONTINENTAL NATIONAL INSURANCE GROUP 


Continental Assurance Co. 
National Fire Insurance Co. of Hartford 
Transcontinental Insurance Co. 
Transportation Insurance Co. 





Collision Causes Tragedy! 


Assigned Risk Without Excess Auto Coverage — Now Faces Financial Ruin 





Excess Auto Liability is only one of a long line of easily salable Continental 


Casualty policies. Watch for this 
other profit makers. 


page every month for news about our many 


For Details On Continental’s Excess Auto Liability Insurance, See Your Nearest 
Branch Representative Or Fill Out and Mail This Coupon. 


CONTINENTAL CASUALTY © 


Please send full details on your Excess Auto Liability Insurance. 
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In a period of rising office overhead 
costs and increasing volumes of cler- 
ical work, Peerless Ins. Co. of Keene, 
N.H., two years ago undertook an ex- 
pense reduction program which has 
resulted in savings of more than 
$400,000 a year. The administration of 
the cost reduction program was under 
the direction of Ernest E. Newcombe, 


Do you 

have the 
right policies 
for your 
prospects ? 
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Peerless Reduces Overhead 30%; 
Achieves Several Added Benefits 


secretary-treasurer of Peerless. A 
similar program has been carried out 
in the past for United Life & Accident, 
an affiliate of Peerless. 

A lot of hard work and planning 
went into the achievement. Peerless 
executives always have been con- 
scious of the need for overhead ex- 
pense control, and were among the 


The Central producer does. His portfolio of protec- 
tion includes a full range of separate coverages, 
including modern ‘‘package” plans and special 
risks. Whether his prospects want to insure a 
house, car, business. . .or a pet poodle’s diamond- 
studded collar, he has the perfect policy. And 
Central’s regular dividend to policyholders makes 
the selling so much easier. 


If you want to offer mutual insurance without 
limiting your market . 


first of the New England companies 
to establish such things as a methods 
department; budgetary and cost con- 
trols; work measurement and work 
simplification programs for their su- 
pervisors; and, in 1957, an electronic 
data processing program, through the 
use of an IBM 650. 

Even while these intensive attacks 
on overhead costs were being insti- 
tuted, the top officers of the com- 
pany were looking forward to an even 
broader approach to the basic prob- 
lem of expense reduction and control. 

“As we analyzed it,” Mr. New- 





.. it’s time to sell Central. 


to sell 
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combe explained, “the institution of 
our supervisory programs and the in- 
stallation of our electronic computer 
were—in a sense— tactical maneu- 
vers. You might say that we looked on 
them only as skirmishes in our cam- 
paign for cost reduction. We knew 
that we still had to make a broad 
frontal assault—on a unified basis— 
that would embrace a total consider- 
ation of operating policies, organiza- 
tion, basic procedures, office layout 
and clerical staffing standards and 
controls.” 

Mr. Newcombe, Dudley W. Orr, now 
chairman, then president of Peerless, 
John O. Talbot, president, and H. 
Robert Heneage, executive vice-presi- 
dent, were all agreed on the plan to 
conduct an intensive over-all study of 
every phase of the company’s opera- 
tions, over a relatively short period of 
time. 

A committee of executive and spe- 
cialist personnel was formed, with 
Mr. Newcombe as chairman. It was 
recognized that these men still would 
have to give a great deal of their time 
to day-to-day administration. Conse- 
quently, the executives decided to en- 
gage the services of a management 
consulting firm to supplement the 
efforts of the company’s own person- 
nel, 

After careful study by the senior 
executives, the firm of O’Toole As- 
sociates was chosen. An important 
point in this regard, Mr. Newcombe 
stated, was the fact that this firm had 
a record of accomplishment in the in- 
surance business which was important. 
Peerless executives believed that be- 
cause the insurance business is es- 
sentially technical and is so heavily 
regulated, the executive jobs are com- 
plex in nature, as also are many of 
the higher level clerical jobs. There- 
fore they decided to engage a firm 
that “knew its way around an insur- 
ance company.” 

The basic study of the Peerless ad- 
ministrative operations then was 
scheduled to begin shortly after the 
company had moved into its new home 
office building on the outskirts of 
Keene. 

The company’s executives did not 
neglect the public relations aspect of 
such a major undertaking. Bulletins 
went out at intervals, over the presi- 
dent’s signature; the senior officers 
held staff meetings with executives, 
supervisors and employes, and infor- 
mal discussions were held with key 
personnel. 

In the study, every phase of the 
company’s administrative processing 
was subjected to critical and search- 
ing review, and in all areas—sales, 
elaims, underwriting, statistical, ac- 





‘Handicapped’ Unit Meets 


Louie E. Woodbury of Wilmington, 
N. C., past president of National Assn. 
of Insurance Agents, and A. L. Kirk- 
patrick, manager of the insurance de- 
partment of U. S. Chamber of Com- 
merce, attended a meeting of the ex- 
ecutive committee of the President’s 
Committee on Employment of the 
Physically Handicapped in Washington, 
D. C., at which it was voted to elim- 
inate the word “physically” from the 
committee’s title. This is in line with 
action by many state organizations 
and reflects an effort to encourage 
employment also of mentally retarded 
and rehabilitated persons. 

The recommendation will go to the 
President. If he approves it, it then 
goes to Congress, which officially 
named the committee. 

Mr. Woodbury is chairman of the 
subcommittee on workmen’s compen- 
sation of the President’s committee. 
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counting, and office services. No as- 
pect of the company’s activities was 
left out of the program. 

Over 150 recommendations were de- 
veloped, and their implementation was 
begun late in 1959. 

Peerless waited almost a year be- 
fore publicizing the results of the pro- 
gram for administrative improvement. 
“We wanted to be sure the improve- 
ments were permanent,” Mr. New- 
combe explained, “and that everything 
would result just about as we had 
planned. They were and they did.” 

Executives of the group believe 
that the success of their cost reduc- 
tion program was helpful to them in 
several important ways besides the 
significant annual saving in home of- 
fice overhead. The savings were made 
on a highly selective basis, with no 
across-the-board reductions. In fact, 
in some home office units the clerical 
staff actually was increased. 

Also, the establishment of perform- 
ance standards and controls was not 
limited to the routine clerical jobs. 
Similar yardsticks were applied to the 
managerial and specialist personnel 
as well. Further, the basic procedures 
were streamlined and _ coordinated 
with the company’s computer opera- 
tions. In this way all of the essential 
clerical and data processing work was 
brought into a total systems concept. 

Not the least of the good results, 
company officials are convinced, is the 
fact that the executives and super- 
visors who took part in the study are 
enthusiastic supporters of the com- 
pany’s continuing program for cost 
reduction and control. Mr. Newcombe 
remarked, “It’s like having a staff of 
volunteer controllers spotted through- 
out the company. It makes my job, 
and the job of every senior executive, 
just that much easier when it comes 
to internal administration and cost 
control.” 


Meredith Ends Lengthy 
Career With Chubb & Son 


George F. Meredith, vice-president 
of Federal and manager of its New 
York fidelity bond underwriting de- 
partment has retired. After 12 years 
with Globe Indemnity, Mr. Meredith 
joined U.S. Guarantee—later merged 
into Federal—in 1936. Later he was 
resident vice-president at Chicago 
before going to San Francisco in 1948 
to help organize that office and become 
resident vice-president. He returned 
to the New York office in 1950. 

Mr. Meredith’s retirement home is 
in Phoenix. 


F. & D. In Little Rock 


Fidelity & Deposit has opened a 
service office at Little Rock under the 
direction of Clinton V. Butler, former 
special agent at Memphis. Fred C. 
Cochran, Memphis manager, will have 
general supervision of the new office. 


Va. Casualty Men Eye Fire Merger 

At its November meeting, Virginia 
Casualty & Surety Assn. considered 
dissolution of the organization, and 
transference of its assets and physical 
property to the Stock Insurance Club of 
Virginia, if and when the latter is 
formed. The question is being voted 
upon by member companies of the cas- 
ualty and surety unit. 


Insurors of Nashville elected Arnold 
Curtis president to succeed C. Martin 
Hunt. Other new officers are Dempsey 
Weaver Jr. and Joe H. Bandy Jr., vice- 
presidents, and Roger Smith, secre- 
tary-treasurer. 
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Home Pushes Gold Key 


Auto Policy Program 

Home’s Gold Key automobile policy 
has been introduced in South and 
North Dakota and Nebraska. It has 
been approved by Missouri and will be 
promoted in that state after Jan. 1. 

The policy has been approved in 
Kentucky and is expected to be shortly 
in Illinois, Ohio, and Indiana. On the 
west coast, California, Arizona, and 
Nevada have approved the form. 

The company launched its promo- 


tion of the Gold Key plan in Florida, 
Alabama, and Georgia in October. In 
the latter two states 70% of the agents 
initially contacted accepted the facility. 
The policy previously had been tested 
in several states. 

John Roane adjusting firm of Bal- 
timore has opened an office in Waynes- 
boro, Va. Edward Schaffer, formerly 
an adjuster at the Richmond office, has 
been named manager of the new fa- 
cility. James Hargreaves, adjuster at 
Staunton, will report to Waynesboro. 
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Royal-Globe Names 


Nicholas Secretary 

Royal-Globe has elected J. Roy 
Nicholas secretary. He will assist in 
executive supervision of the claim and 
loss operation. 

Mr. Nicholas joined the group in 
1948 as a claim adjuster in the New 
York metropolitan department. He was 
advanced to assistant secretary in 1958 
and since last year has had country- 
wide administrative responsibilities in 
the claim and loss department. 
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HOW TO KEEP THE BUSINES 


Every agent knows that a claim is an opportunity to prove the quality of his service. Your 
Aetna claim adjuster is trained to help you make the most of this opportunity through flexible, 
imaginative and prompt claim service. It’s something to think about when placing business 
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Texas Local Agents 
Name New Officers 


Local units of Texas Assn. of Insur- 
ance Agents have elected the following 
officers: 

Brenham, Ada Hackney president, 
Joel Williams vice-president, and R. S. 
Rogers secretary; Brazosport, G. C. 
Hardman Jr. president and Richard 
Harbour secretary; Corpus Christi, 
John H. Shell president, Richard 
Swantner and Elizabeth Wakefield 
vice-presidents, and Gordon Hurst se- 
cretary; Danton, Allie I. Miller presi- 
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dent, Raymond King vice-president, 
and Henry Thompson secretary; Mc- 
Allen, Robert W. Crutchfield president, 
and Loel O. Green vice-president; 
Plainview, Aubrey J. Ellison president, 
Curtie Mae Rogers vice-president and 
Clarence F. Parker secretary; San Mar- 
cos, Horace D. Bass president and Gar- 
land Stokes secretary; Waco, Frank 


Bruns president and J. K. McKay 
vice-president. 

New regional chairmen selected at 
November meetings are A. E. Radcliffe, 
Arnold agency, El Paso, district six; E. 
P. Driver, Big Spring, district 13; P. E. 


Bear, Brownfield, district 12; Joseph 
Cree, Pampa, district seven, and J. E. 
Curlin, Nocona, district one. 


American Advances Gray 


American has named Richard D. 
Gray assistant claim manager at De- 
troit. He joined the company at Bal- 
timore in 1949 as an adjuster, was 
promoted to claim supervisor there in 
1951 and was transferred to Detroit in 
1955 as staff supervisor, his most re- 
cent post. 


“You know what you are, dear? 
You’re a great agent, that’s what you are” 


Madam, your expression of admiration is com- 
mendable. And no doubt it will mellow your 
spouse when he sees the outrageous price tag 
on that new chapeau. Probably you realize 
that one of the reasons for his success is the 
fact that he’s chosen to go with Bituminous 
and the Bituminous program of “security with 
service”. By appraising each risk on an indi- 
vidual basis and utilizing modern rating tech- 
niques accordingly, Bituminous puts him in 
a strong competitive position for substantial 
workmen’s compensation and liability cover- 






ages. Bituminous’ topnotch engineering helps 
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keep costs low and Bituminous’ prompt, rea- 
listic claim service helps keep insureds happy. 
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Theory Of Tennessee 


Decision Discussed 

George E. Kiouda of Mutual Cream. 
ery of Minneapolis writes: 

Since the essence of the Tennessee 
automobile rate decision was based on 
the commissioner’s feeling that a uni- 
form increase for all companies would 
give some insurers a financial windfall, 
how would it be possible for a com- 
missioner to approve workmen’s com- 
pensation increases or decreases? 
WC rates are made on a uniform basis 
and might work to one company’s de- 
triment and give another “a_ juicy 
financial windfall.” In most. states, 
companies are bound by law to use 
the rates promulgated by the WC 
rating bureau. If such rate making 
is good for workmen’s compensation, 
should it not be followed also for other 
lines? 

To a lesser degree this theory could 
be applied to fire rate making so that 
all companies would use the same 
rate. In our state practically all com- 
panies belong to the fire rating bu- 
reau. 


Jarvise Raised To V-P 


By Farmers Exchange 


Farmers Exchange has named R. E. 
Jarvise vice-president. He joined the 
company in 1950 and was division 
agency manager in north central and 
northern California. In 1952 he was 
appointed state organizer and trans- 
ferred to Kansas City, in charge of 
Minnesota, Iowa, and the Dakotas. 

In 1954 he was named regional sales 
manager at Austin, Tex., and was 
transferred in that capacity to Port- 
land, Ore., in 1957. In 1959 he was 
raised to general sales manager at the 
home office with responsibility for 
sales in the Pocatello, Colorado Springs, 
Portland and Santa Ana_ regions 
covering 10 states. His new respons- 
bility includes all regions and 26 
states. 


Rubber Stamps In Md. 


In Maryland a sub-agent was fur- 
nished a large supply of SR-22 forms 
(safety responsibility) rubber stamped 
with a validating signature. The sub- 
agent ended his connection with the 
agency but continued to issue the SR- 
22s in the name of the agency with- 
out notifying the agency he was doing 
so. 
The motor vehicle department sent 
the insurer involved a copy of the 
SR-22s, the company received and 
filed them without checking to see 
that a policy was in force. The matter 
came to light when a claim was made 
against the company. 

Maryland Assn. of Insurance Agents 
points out that the insurance depart- 
ment frowns on use of rubber stamps 
validating policy but hesitates to issue 
a ruling because there are so many 
contracts in existence that have been 
issued with such signatures. However, 
the department in the past has indi- 
cated that it would be inclined to take 
punitive action against a company 
which tried to deny liability because 
its agent had validated a _ contract 
with a rubber stamp. 


Insurance Information Institute’s 
southeastern office is making Decem- 
ber reports on the organization’s prog- 
ress to meetings of Alabama Fire & 
Casualty Assn. at Birmingham and to 
Florida Field Conference at Jackson- 
ville. R. M. McFarland, III regional 
director, illustrates the presentation 
with slides. 
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Construc- 
tion workers have 
completed the 
marble facing on 
the new home of- 
fice building of 
Millers National 
and Illinois Ins. 
Co. on “Insurance 
Row” (Wacker 
Drive) in Chicago. 
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Major Medical Zooms 

The number of persons covered by 
comprehensive or supplementary group 
major medical insurance plans was 
25,608,000 at the start of 1961, as 
against only 1,889,000 six years earlier, 
according to a pilot study of group ma- 
jor medical expense insurance experi- 
ence made by Society of Actuaries’ 
group morbidity committee. Results 
were presented by Stanley W. Gingery, 
associate actuary, and Richard J. Mell- 
man, assistant actuary of Prudential, 
at the society’s annual meeting at 
White Sulphur Springs, W. Va. 

The study shows that _ hospital 
charges represent about half of the 
total medical expenses of the claims 
studied. This proportion of total ex- 
penses was consistently higher than in 
the study made about eight years ear- 
lier—indicating the increasing impor- 
tance of hospital charges in major 
medical expenses. 


Increase By Age 


The hospital expenses appear to in- 
crease by age at about the same rate as 
total expenses, maintaining the same 
relative importance into the higher 
ages. The expenses of private-duty 
nursing become relatively more im- 
portant at the higher ages. Surgical 
and other physicians’ charges, while 
increasing in amount, are a smaller 
proportion of the total. 

The study shows the variation in 
claim costs by age, indicating that 
costs of employe coverages above age 
60 are as much as four times the cost 
below age 40. Under dependents’ cov- 
erages the cost for the spouse is about 
twice the cost for the children. For 
higher deductible plans the variation 
by age and the variation between 
spouse and children is greater. 

Messrs. Gingery and Mellman also 
presented a separate study of compre- 
hensive major medical expense claim 
costs covering 1959 in the 52 largest 
U. S. metropolitan areas. During that 
period Los Angeles had the highest 
level of claim costs, with Seattle, San 
Diego, San Francisco and Akron fol- 
lowing in that order. 

State Farm Mutual Auto has begun 
construction of two claim offices in the 
Chicago suburbs of Villa Park and 
Homewood. Each building will cost 
approximately $100,000 and will in- 
clude a drive-in claim facility. The 
first of several planned in the greater 
Chicago area, the offices are expected 
to be in operation early in 1962. 


Two N.A. Changes 


John L. Carson III has been ap- 
pointed property manager of the Den- 
ver office of North America. He has 
been assistant manager at Pittsburgh. 
He joined the company in 1949, be- 
came a special agent in Baltimore and 
Washington, and in 1956 was appointed 
assistant manager at Baltimore and in 
1959 went to Pittsburgh. 

Mr. Carson will replace Kenneth 
C. Young, who is being transferred to 
Detroit. Mr. Young joined the company 
in 1941 as a technical representative 
at Minneapolis. He became a special 
agent at Omaha in 1946, special agent 
at Detroit in 1949, assistant manager of 
Iowa and Nebraska in 1954, and pro- 
perty manager at Denver in 1960. 


Wis. Blues Cover 27% Of 


State’s Senior Citizens 


Wisconsin Blue Cross and Blue 
Shield cover 27% of the state’s senior 
citizens, according to L. R. Wheeler, 
executive vice-president Wisconsin 
Blue Cross. Under conversion, a per- 
son, regardless of age, is allowed to 
retain Blue Cross and Blue Shield pro- 
tection when he leaves his group be- 
cause of retirement or other causes. 














Will his present insurance cover 
today’s higher property values? 


@ Keeping insurance in line with ris- 
ing values has been a matter of con- 
cern to business property owners for 
well over fifteen years. In this period 
the effect of the substantial inflation 
in general price levels has been a cor- 
responding rise in the replacement 
costs of commercial property. 

These replacement costs now stand at 
the highest level since 1940! 

To the client faced with the risk of 
underinsurance—to the agent as an 
insurance adviser—there is no alter- 
native but an upward adjustment in 
amounts of insurance. And it’s here 


that mutual savings can be of help in 
stepping protection up to safer levels; 
or, in providing needed, supplemen- 
tary coverage. 

As we see it, nothing less than full 
protection will do for your clients in 
the present situation. Why not be in 
a position to provide it on an eco- 
nomical basis, as well as claims and 
loss prevention service of demon- 
strated efficiency. Write the nearest 
office for full information on our 
AGENCY PLAN—#t measures up in 
every respect. 


Cui Cules/bfiaid, 


INSURANCE COMPANY 
Indianapolis 7, indiana 
Western Department: Omaha 2, Nebraska 
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AGENCY INC. 

141 W. JACKSON BLVD. 

CHICAGO 4, ILLINOIS 
WABASH 2-7515 
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HF2eNATIONAL UNDERWRITER 


IAC Told To Focus On Communications; New Plan Set 


«CONTINUED FROM PAGE 1) 
annual contest the most important 
Single function of IAC. 

The long disputed area of company- 
agent cooperative ad programs was 
discussed at length by Mr. Schaffer. 
He said that the new NAIA program 
to solve this problem will be a four- 
week effort beginning Oct. 14, 1962, 
and culminating in “Protection Week,” 
Nov. 4-10. The concentration will be 
on making people conscious of insur- 
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® Agents and brokers get fast home-office service from 
American United Life, with immediate action and decisions 
from top company officials and closing help from A*U+L 
field men. 


A-U°L provides a wide scope of business life insurance 


on business insurance 


ance protection and on urging them 
to get an insurance checkup. 

Mr. Schaffer revealed that NAIA 
will concentrate a large part of its ad 
budget on a variety of national adver- 
tising during the four week period. 
The effort will begin in the first week 
with a three page regional ad in Life, 
pointing out that the wrong insurance 
can cost a policyholder every cent he 
has and put him in debt in the bar- 
gain. At the same time, a near-satura- 


Give your clients 


quick service 


A:U-L 

HE COMPANY WITH 
ALL MEN 

ALL THINKERS 
ALL PLANNERS 
ALL DOERS 


services—key man, partnership, split dollar, insured pen- 


sion plans, disability i income and all forms of Group includ- 
ing Lite. Health, Mortgage, and Instalment Credit. A*U*L 
backs you with quick quotes, simple but comprehensive 
and liberal first and 


contract forms and sales materials, 
renewal commissions. 


For your next case, get a quote from our nearest agency, 
or contact the home office of the Company with the Part- 
nership Philosophy. Our phone number is WA 3-7201. 


AMERICAN UNITED LIFE INSURANCE COMPANY « HOME OFFICE 


ALL ORDINARY LIFE FORMS . 
UNIQUE JUVENILE - 
"MSABILITY INCOME - 


FLEXIBLE OPTIONS - 
GROUP LIFE 


LOW NET COST SPECIALS - 
GROUP CREDIT INSURANCE .- 
GUARANTEED RENEWABLE MAJOR MEDICAL - 


tion radio campaign will be undertaken 
over the NBC network of 188 stations. 
In the second and third weeks, the in- 
augural ad will appear in other lead- 
ing consumer publications and it will 
be continued in more leading maga- 
zines in the final “Protection Week.” 
Mr. Schaffer said it is hoped that 
companies will tie in with this project. 
He emphasized that NAIA is not ask- 
ing monetary support from companies. 
They can even tie in without using the 
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A-UsL is a good company to buy from 
and sell for. Policyholders now earn 4% 
interest on dividends, premium deposits, 
and policy proceeds left with the com- 
pany. 





SPLIT DOLLAR - 
GROUP MORTGAGE INSURANCE 


INSURANCE COMPANY - 





BUSINESS LIFE INSURANCE - 
- GROUP RETIREMENT - 
GUARANTEED RENEWABLE HOSPITAL & SURGICAL - 
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ESTABLISHED 
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The Company with the Partnership Philosophy 


: INDIANAPOLIS, INDIANA 


PARTNERSHIP - ANNUITIES - 
PENSION TRUSTS - NON-CANCELABLE 
SPECIALISTS IN SUBSTANDARD UNDERWRITING 


KEY MAN .- 
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Big I seal, though NAIA would like to 
see this done. Companies need make , 
no reference to the phrase, “Protection 
Week,” though this would be prefer. 
able. 

Some of the ways in which compa- 
nies can cooperate were outlined by 
Mr. Schaffer: 

1, They can schedule some of their 
national advertising during the four 
week period and notify their agents 
that they are doing so. 

2. They can relate these ads to the 
idea of an insurance checkup or even 
to the sale of particular coverages. 

3. They can prepare material which 
agents can use in the period leading 
up to the final week and during it. Or 
they can suggest use of materials hith- 
erto available and pertinent to the 
campaign. Of maximum value would 
be direct mail stressing the advantages 
of doing business with an independent 
agent or highlighting specific policies, 


with minimum emphasis on company | 


names. Also desirable will be newspa- 
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per mats, ranging from 60 to 180 lines @ and ft 


stressing the project’s themes and em- 
phasizing the agent; outdoor posters 
stressing insurance checkups, and ra- 
dio and TV scripts, either 20 or 60 
seconds in length. 


Benefits Noted 


The company which participates will 
reap rewards, for it will find agents 
particularly receptive during the proj- 
ect to promotion of sales and to use 
of tie-in material. Cooperation by 
companies will improve agency Tela- 


Travelers Issues Booklet 
On Boiler And Machinery 


Travelers has published a_ booklet 
on the 1961 edition of the boiler and 
machinery policy. The company stres- 
ses that the line has entered a new 
era with the introduction of the com- 


prehensive single definition of acci- 
dent. 
The uniform definition of insured 


hazard has required extensive revi- 
sions in all coverage forms and some 
of the policy provisions, the company 
points out. Travelers’ move in combin- 
ing all policy provisions, except the 
declarations, into a separate “coverage 
form” has resulted in a more compact 
policy which makes full use of the 
schedule for the concise description of 
risk. 

The booklet may be obtained from 
any Travelers office or from its agents. 


Insurer Cited For Work In 
Behalf Of Handicapped 


Employers Mutual of Wausau has 
received the distinguished service 
award of President Kennedy’s com- 
mittee on employment of the physi- 
cally handicapped. The honor is dn 
recognition of the insurer’s long record 
in promoting employer and public un- 
derstanding of the employment cap- 
abilities of the handicapped. 

The organization produced a color 
film last spring on the rehabilitation 
of a blind person and has featured in 
fits advertising the employment of 
handicapped individuals. 


Quits Compulsory Study 


A Florida legislative council com- 
mittee has taken compulsory auto- 
mobile liability insurance off _ its 
agenda where it had been placed for 
study. Two members of the legislature | 
objected to the study. They pointed 
out that under compulsory not every- 
one is insured and that it would in- 
crease rates for safe drivers. 
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tions and make future efforts more 
successful. 

Mr. Schaffer emphasized that the 
project is aimed at increasing sales, 
one subject on which companies and 
agents can agree. It is flexible enough 
to enable every company and every 
agent to develop promotion on an in- 
dividual basis. It does not restrict the 
agent to an individual company or to 
specific policies. It does not confine 
the companies to certain agents or to 
specific themes which may not coin- 
cide with a given company’s operating 
philosophy. All these features are es- 
sential to a successful cooperative ef- 
fort, Mr. Schaffer said. 

He noted that in the past agents 
have spent only between 2.5% and 
3% of commission income on advertis- 
ing, including calendars, blotters, nov- 
‘charity” ads. He feels that 
the agent should spend at least 5% of 
such income. 


Part Of Cape 


This limited interest in advertising 
and frugal spending by agents has 
been one cause of the failure of co- 
operative efforts in the past. Another 
reason is that many companies have 
shown little enthusiasm for advertis- 
ing itself, as compared with other 
company functions. They have devoted 
less than one half of one percent of 
net premiums written to advertising. 
Recently, the activity has gained in 
stature and there are many fine cam- 
paigns today. But top management 
probably still asks the ad directors 
questions on how much good a cam- 
paign does the company, how much 
business can be traced to it, and how 
widely agents use promotional mate- 
rial prepared by the company. 

The 1962 NAIA project will answer 
these questions effectively and _ will 
also overcome other former stumbling 
blocks that have impeded agency- 
company cooperation in advertising 
in the past. 

He noted that the campaign he de- 
scribed is part of the broader CAPE 
program of NAIA, which is a long 
range plan for coordinating the adver- 
tising efforts of independent agents 
and their companies. 

In line with the meeting theme, 
IAC heard from outstanding mass 
communicators in other phases of the 
program. Kenneth G. Crawford, a 
Newsweek editor, was Monday’s lunch- 
eon speaker and C. D. Jackson, pub- 
lisher of Life, was that evening’s ban- 
quet feature. The communications 
story was covered on a multiple line 
basis by two speakers who told how 


_ the subject is handled in their compa- 
| nies: Samuel R. Boggs, public relations 
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and ad manager of North America, and 
Henry M. Kennedy, second vice-presi- 
dent of Prudential. 


Wickard Ends Coast Career 
Of More Than 40 Years 


Fred E. Wickard, fire manager of 
the Pacific department of Commercial 
Union-North British, is retiring after 
more than 41 years with the organi- 
zation. 

Beginning in 1920, he held clerical 
positions at San Francisco until his 
appointment in 1926 as Oregon special 
agent. He was recalled to San Fran- 


cisco in 1940 and has held managerial 


posts there since that time. 


West Palm Beach Assn. of Mutual 
Agents has elected Homer S. Kuney 


#@ of Lake Worth president, John Tur- 


rentine of West Palm Beach secre- 
tary-treasurer, and Charles Boos of 
Boynton Beach and Elmer Kingman 
of Lake Worth directors. 


XUM 


HteNATIONAL UNDERWRITER 


Wikman Ends 34 Year 
GAB Education Career 


Allan Wikman, director of education 
and research of General Adjustment 
Bureau, is retiring after 34 years with 
the organization. 

Mr. Wikman was in the loss de- 
partments of Continental, Commercial 
Union and Firemen’s of Newark before 
joining GAB in 1927 as a staff ad- 
juster at Scranton where he later be- 
came manager. In 1945 he was named 
assistant manager at Buffalo and in 


1947 he was transferred to New York 
as assistant manager of education 
and research, eastern department. He 
has been director of education and re- 
search since 1955. 

Mr. Wikman is a past president of 
Insurance Company Education Direc- 
tors Society. He will make his retire- 
ment home in St. Petersburg. 


Insurance Inc. of Anchorage has 
named Charles S. Coffeen vice-presi- 
dent. He had been state agent at Seat- 
tle for New Hampshire. 


Feaeicwlfural 


ge surance Group 


Nettleton In American 
A&S Post In Chicago 


James C. Nettleton has joined Amer- 
ican at Chicago as group A&S man- 
ager. 

He has been with the Benefit Assn. 
of Railway Employees in Chicago for 
the past 12 years, most recently as 
group sales supervisor. Mr. Nettleton 
has had experience in claims, auditing, 
underwriting, contracts, and in all 
types of cases, including union, asso- 
ciation and other plans. 
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We don’t have a market to 
insure a Swiss mountain 
climber—but we DO provide 
an inexhaustible market for 
your unusual . . . hazardous 
. - « hard-to-place risks . . . 
including: | 
@® EXCESS LINES 

@ SURPLUS LINES 

@ TRAMPOLINE CENTERS 
@ GO-KART TRACKS 


@ Etc., etc., etc. 


HOMER BRAY SERVICE, INC. 
1633 Central Street 
Evanston, Illinois 
DAvis 8-9600 
PPT iiiiiiiiilitt) 
HOMER BRAY SERVICE, INC. 
1633 Central Street, Evanston, Illinois 
Send me complete information 
on the following risk coverages: 
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Company 





Address ‘ 





City State 


| living expense, 


HteNATIONAL UNDERWRITER 


Urges A Simpler, 
Less Ambiguous HO 


| Conceding that the homeowners is 
| an improvement in coverage for in- 
‘sured, G. S. Peick, loss manager of 
American Hardware Mutual, never- 
theless believes that several things 
are needed to make it a better cover- 
age from the viewpoint of the in- 
surer. He expressed his views at the 
meeting in Chicago of the Mutual In- 
surance Technical Conference. 

He said that to remove any cover- 


_ages that have been offered would be 


retrogression. However, he would like 
to see some simplification—there are 
now 16 different forms, not counting 
endorsements. Also, the ambiguities 
should be eliminated. He urged under- 
writers to “put down in simple un- 
‘derstandable words just what you 
want to cover and what you do not 
want to cover.” 

For example, the term “mysterious 
disappearance” should be taken out of 
the form. Substitute for it, he said, 
the statement, “this policy covers lost 
items.” It is an accident when some- 
one loses something, and loss men 
have a difficult time trying to explain 
the exclusion. They generally end up 
by paying the loss. 


| Other Recommendations 


Mr. Peick also recommended that 
the insurers take loss handling out of 
the hands of agents, that companies 
interpret policy conditions uniformly, 
that coding be broadened to include 


| more causes of loss so that under- 


writers can more readily identify the 
causes, and that companies consider 
making the deductible mandatory but 
perhaps with a disappearing deduct- 


| ible 


Prior to 1960 there were 16 loss 
causes which were coded, he said. 
These were cut to nine. Additional 
which is producing 
heavy losses under homeowners, is 
not listed as a cause of loss. 

Mr. Peick analyzed 100 of his com- 
pany’s homeowners losses of $1,000 or 
less to get an idea of loss causes. The 
total paid on the 100 was $12,629. Fire 
‘caused $3,132, wind $1,550, smoke 
$1,005, and explosion $538. These 


| coverages were in the extended cov- 


erage category and added up to $6,225, 


| or 49% of the total. The other losses 


were water $455, burglary and rob- 
ery $1,189, theft $1,928, mysterious 
disappearance $911, vehicle damage by 
insured’s own vehicle $193, vandalism 
$129, ice and snow $335, glass break- 
age $436, electrical $58, and trees 
$700. The total in the second category 
was $6,404, or 51% of the total. 

Yet, he said, some HO forms can be 
bought for less than insured paid for 
fire, EC, burglary and outside theft. 
Unquestionably insurers are giving a 
great deal broader coverage under the 
homeowners. 


Maintenance Policy 


He said that the companies might 
well conclude that they are providing 
a maintenance policy—agents are 
selling it as that. But if they do, they 
had better be sure to get enough 
money for it. 

Replacement cost is providing the 
company with real losses, though not 
coded as a cause of loss. For example, 
one insured carried $8,000 on dwell- 
ing and $6,000 on contents under a 
form B. The fire was a bad one. The 
adjuster estimated the actual value of 
the dwelling at $4,000. The estimate 
to repair was $5,225. Estimated re- 
placement cost was $9,000. The loss 











on contents was $4,234 after $2,100 de- 


preciation. The additional living ex- 
pense was $391. 

Another living expense loss ran to 
$6,000, one was $2,560, and another 
$1,400. 

One loss that will cost $500 or so is 
almost unbelievable, Mr. Peick re- 
ported. The porcelain on _ insured’s 
bathtub began to pop off in small 
pieces, making a noise that could be 
heard all over the house. At the time 
of the agent’s report about two-thirds 
of the tub’s porcelain had burst off. 
Mr. Peick believes the loss is covered 
under the all physical loss endorse- 
ment. “Inherent vice” might have ex- 
cluded it, but those words are not in 
the form. The tub was in excellent 
condition otherwise, so it cannot be 
excluded as “wear and tear.” 

In conclusion, Mr. Peick urged com- 
panies to make the loss man a part 
of the management team. He is able 
to get the feeling of the public from 
an entirely different aspect than does 
the producer. 


Mutual Bureau In OL&T 
And Other Revisions 


Mutual Bureau has revised BI in- 
creased limits factors for its liability 
manuals, resulting in a reduction of 
approximately 20% for OL&T tables 
A and B, and increases of approxi- 
mately 25% and 30% for M&C tables 
A and B, respectively. The changes 
were effective Nov. 29 in 38 jurisdic- 
tions and are pending in others. 

As part of the revision, the BI in- 
creased limits tables have been simpli- 
fied to contain only the factors for the 
seven most common policy limits com- 
binations. Provision has been made for 
writing, on an individual risk basis, 
limits other than those retained in the 
tables. 

The bureau has reduced by 25% 
PDL rates for owners or contractors 
protective liability in Illinois, effective 
Nov. 29. 


NJ. Surety Men Elect 


At its annual meeting in Newark, 
Surety Underwriters Assn. of New 
Jersey elected Fred G. Scocozza Hart- 
ford Accident, president; Robert A. 
Baron of National Union, vice-presi- 
dent; C. Eugene Barnes of Standard 
Accident, treasurer, and Richard C. 
Lewis of Maryland Casualty secretary. 

New members of the executive com- 
mittee are William E. McCauley of 
America Fore Loyalty, Ralph W. Haw- 
kins of New Amsterdam Casualty, 
Henry W. Rogers of Aetna Fire, R. W. 
Marshman of Aetna Casualty, and 
Edward Helstrom of National Surety. 
Gilbert Serbe of U.S.F.&G. was named 
chairman of the nominating committee. 
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Court Decides Case 
Of $38,000 Horse 


A decision of interest to insurers 
has been handed down by the U. §. 
Court of Appeals at New York. The 
case, Rand vs certain British compan- 
ies and certain Lloyd’s underwriters, 
reported in 10 CCH (Fire & Casualty) 
1112, involved the death of a $38,000 
race horse. The insurers denied liabil- 
ity because notice of a fractured leg 
bone, discovered by x-ray in Janu- 
ary, 1957, was not given to the un- 
derwriters until Sept. 4. The cover- 
age called for immediate notice by 
telephone or telegram and forfeiture 
in the event of failure to give such 
notice. 

The appeals court reversed the ver- 
dict of a district court jury, which 
found for plaintiff, and remanded the 
case for a new trial. However, the ap- 
peals court based its reversal on the 
ground that the lower court judge, in 
charging the jury, had overempha- 
sized the question of the seriousness 
of the horse’s injury, to the preju- 
dice of the insurers. 


Submission To Jury 


The majority upheld the propriety 
of the district court’s ruling that the 
question of timeliness of notice was 
for the jury. 

“While all concurred in the reversal, 
Judge Hincks held in a dissenting 
opinion that it was improper to sub- 
mit the question of notice to the jury. 
He would reverse with a direction to 
enter judgments for the defendants. 
Under any interpretation of policy 
language, immediate notice was not 
given, he observed. 

The majority of the appeals court 
held that “immediate notice” should 
be interpreted as defined in New York 
cases, as “reasonably immediate no- 
tice under the circumstances.” The 
court said it was unwilling to adopt 
a stricter standard of interpretation 
for federal courts to apply when ad- 
judicating claims arising on livestock 
policies than when interpreting fire 
and indemnity contracts, despite the 
stronger language in the notice clause 
of livestock policies. 


Overfavored Plaintiff 


The court did find that the lower 
tribunal “overfavored the plaintiff by 
instructing the jury to ascertain the 
time when the horse was found to be 
suffering from a serious ailment and 
by constantly reiterating that a show- 
ing that the horse’s health was seri- 
ously affected was a prerequisite to 
the giving of immediate notice of the 
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LOS ANGELES, CALIF. 
520 South Virgil Ave. 
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horse’s condition.” It added that in- 
sured’s opinion of what is or is not a 
serious ailment does not determine 
when notice must be given under the 
policy since the policy says nothing 
about serious or non-serious lame- 
ness. 

J. J. Killea and J. P. Sullivan of 
Mendes & Mount, New York, who ap- 
peared for the insurers, are appealing 
to the U. S. Supreme Court. Kissam & 
Halpin of New York represented the 
plaintiff. 


O’Connor Asks A&S Men 
To Contact Congressmen 


On Proposed Legislation 


The most important thing health 
insurance men throughout the country 
can do, according to E. H. O’Connor, 
managing director Insurance Econom- 
ics Society and legislative chairman for 
International Assn. of Health Under- 
writers, is to make personal calls on 
their congressmen or Senators between 
now and next January. 

Mr. O’Connor told members of the 
IAHU board at its recent meeting in 
Chicago that the fall and early winter 
months offer the best opportunity for 
insurance men to make their views 
known on the King bill in face-to-face 
interviews with the lawmakers. “Your 
elected representatives are eager to 
learn your views. With Congress ad- 
journed they have time to discuss the 
issues with you,” he stated. 

To find the home address or local 
office address of legislators, Mr. 
O’Connor recommended phoning local 
newspapers. 

President Kennedy has already in- 
dicated he will give the bill top pri- 
ority when Congress resumes in Jan- 
uary, and the reelection pressures on 
legislators to give something away 
will be considerable, Mr. O’Connor 
asserted. 

Despite political obstructionism, the 
Kerr-Mills law is being well received 
by the various states, he said. In com- 
bination with insurance, Kerr-Mills 
aid will do the job for the country’s 
older aged. The King bill is totally 
unneeded. 

Turning to other matters, Mr. O’Con- 
nor said that 10 compulsory dis- 
ability bills in eight states had been 
successfully disposed of during the past 
legislative season. No such bill has 
been enacted in the past 12 years, 
despite 20 attempts in 23 state legisla- 
tures. California, New York, New 
Jersey and Rhode Island remain the 
only states with such programs. 


Students Tour N.A.’s HO 


North America was host to 10 Phil- 
adelphia high school students as part 
of the Executive For A Day program 
sponsored by National Office Manage- 
ment Assn.’s_ Philadelphia chapter. 
The 10 commercial students, spent a 
full day at the company’s home office, 
where they talked to executives and 
toured the building. After a_ special 
luncheon, the girls spent two hours 
doing secretarial work in North Amer- 
ica departments. A question and an- 
swer session in the board room and a 
talk by H. Paul Abbott, personnel 
secretary, completed the day. 


Massie Firemen’s Director 


R. H. L. Massie, president of Domin- 
ion Insurance Corp., Toronto, has been 
elected a director of Firemen’s. Mr. 
Massie is also president of Massie & 
Renwick, Toronto general agency, 
which has supervised the Canadian 
business of Loyalty group companies 
for nearly 50 years. 
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Ties Independent Adjusters To Agents 


The independent adjusting business 
is the claims arm of the agency sys- 
tem, Bruce H. Smith, executive sec- 
retary of National Assn. of Independ- 
ent Insurance Adjusters, declared in 
a talk at the University of Miami 
annual fire investigation and subro- 
gation seminar. 

The agency system places compet- 
ing salesmen in every hamlet, village 
and town. Insurers have never been 
able to afford nor can they now es- 
tablish staff adjusters in every com- 
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almost before 


munity where they have exposure, 
Mr. Smith said. 

He noted that establishment of a 
company claim office still requires a 
substantial volume of losses or claims 
in one area to make it economically 
feasible. This is even true, to a certain 
extent, with respect to bureau opera- 
tions. It is therefore obvious that 


there is still a need for a vast net- 
work of adjusting facilities to take 
care of the companies whose indivi- 
geographically 


dual exposures are 


AMERICAN SURETY COMPANY / PACIFIC NATIONAL FIRE INSURANCE CO. 


Administrative Offices: 100 Broadway, New York 5, New York 
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widespread. The independent adjuster 
is the answer, Mr. Smith said. 

In addition to the need for immedi- 
ate service in areas remote from com- 
pany facilities, it must be remem- 
bered that the claim volume in a com- 
pany office does not remain constant. 
Circumstances can bring about an 
overloading of staff adjusters, and in- 
dependents can assist in times of 
loads. 

Some companies write a modest 
amount of business in a specialty line 
and rather than employing qualified 
salaried men for claims service will 
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use independents, thus eliminating ritorial customs, practices and prob- commercial enterprise. This dictates writers’ licenses comply with Cana- | 
overhead. lems, and is well acquainted with local that he operate on a basis equitable dian government wishes on the use | 
Mr. Smith pointed out that the insurance men. He has earned their to all concerned in a claim. His service of resident brokers or agents. 
handling of claims provides the best confidence. is personalized rather than regimented The trend is obvious. Mr. Bray sug- 
opportunity for creating good public Moreover, the staffs of independent or mechanized. gested that all those concerned with 
relations. The independent is always adjusters can be augmented just as Mr. Smith traced the accomplish- Canadian risks heed the warning sig- 
aware of this, for his very livelihood speedily and economically as can ments of his association in furthering nals. 
depends on the promptness, courtesy, those of other adjusting facilities. the professional aims of independents. —_ 
dependability and efficiency which he This has been demonstrated in the He noted that his group expects to 7 ounts 
demonstrates in his assignments. past and will again be in future. publish the first text books in its na- North America Names cee. 
Independents are active in all lines, tional education program in 1962. This Tickle And Childers hared 
Valuable In Catastrophes : idan : share 
: pig? Mr. Smith observed. But whatever his is a home study course under the di- North America has named two ser- caused 
The independent is highly qualified specialty, the independent must also rection of Insurance Institute of vice office property manager—Wil- U. S. | 
to serve in times of catastrophe. He be a good business man with sound America and will require four years liam L. Tickle at Nashville and Henry The E 
has been “on the ground,” knows ter- judgment, for he operates his own for completion. It will be open to all A. Childers at Cincinnati. : improv 
interested parties, and the associa- Mr. Tickle, with the company since profit | 
tion will not profit monetarily from it. 1950, has been a technical representa- in the 
— tive at Nashville and then assistant catastr 
property manager there since 1957. Mr. volved 
Keep Informed On Childers joined the company in 1947 flagrat 
ibe ilicox inc ‘ ior gg ge positions vt so mid- Mari 
! west before becoming assistant pro- rease 
rt & . Ic. Canadian Insurance / ago 
perty manager at Chicago in 1957. ings a 
ESTABLISHED 1916 7 —_—— — — —— of 12.8 
ret 
Action, Bray Warns ng 
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Reinsurance Planned and censed insurance in those pro- ties v 
vinces. countr 
Negotiated re Admitted and Mr. Bray said that buyers in Cana- sults i 
ae da avoid unlicensed insurance. Li- the ye: 
Foreign Market Facilities censed insurers, including Lloyd’s, a defic 
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commissions paid to non-resident his . people 
2, agents or brokers. Last June, Canada’s is insurance protection. ge 
minister of finance, speaking in Par- i 
poring cniaer ot LLOYD-THOMAS <x. | 2 
gBRAT ie — stated: . THE . co. to me 
‘ ere appears to be an increasing Recognized Appraisal Authorities of gor 
tendency on the part of non-resident expec 
, » - corporations carrying on business in ae See firm t 
30 Years Before Mrs. O’Leary’s Cow Kicked the Lantern =| canada, and also Canadian corporations ee tries 
; ‘ hich are controlled outside of Cana- re 
On October 8, 1871, according to legend, Mrs. O’Leary’s cow kicked over re ae Se REPRESENTATIVES C where 
‘ ’ ’ ‘ s s . ~ OAST TO COAST: . 
the lantern in her barn and caused the great Chicago fire. Losses were se = —— acne fire and casualty are 
cctlennted ak BUNLARRS ante toert of Chinas een dectoweeld. surance in respect to risks in Cana- Buffalo Detroit Milwaukee and a 
Sicihasd: biddiin acai ashi Kini a : da either with insurers which are not Cincinnati Grand Rapids Minneapolis and ri 
_ Today every 34 secoyids a fire breaks out in some city in the authorized to transact the business of | Cleveland Houston New Orleans 
: United States and every 46 minutes fire claims a life. insurance in Canada or with insurers | Columbus indianapolis = New York 
rhe Camden Fire Insurance Association, now celebrating its that are so authorized but through | 22!/@s Kaness CRy Pittsburgh Nai 
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AFIA Operations In 
Gratifying Growth 


(CONTINUED FROM PAGE 1) 
tries, Mr. Nichols said. 

Among the major classes, fire 
showed the largest profit. The trend 
reported last year of American ac- 
counts being placed overseas con- 
tinues. The foreign branches have 
shared in this development, which has 
caused a decrease in income in the 
U. S. head office brokerage business. 
The European area has considerably 
improved, showing an _ underwriting 
profit of 9% compared to a 20% loss 
in the previous year. The only serious 
catastrophe in which AFIA was in- 
volved in the past year was a con- 
flagration last May in Manila. 

Marine net premiums showed an in- 
crease of 50.4%, and casualty net writ- 
ings advanced to $20.1 million, a gain 
of 12.8% over last year. Fidelity and 
surety writings remained approximate- 
ly the same. AFIA presently maintains 
341 active incoming reinsurance trea- 
ties with companies in 50 foreign 
countries. The fire and casualty re- 
sults in this field were profitable for 
the year, while marine treaties showed 
a deficit. 

Mr. Nichols commented that confis- 
cation of property and expropriation 
of capital, such as happened in Cuba, 
probably had the effect of stopping 
more than $500 million of U. S. private 
capital going into Latin America. 
The highly-developed countries are 
offering enticing programs to bring in 
new capital. The response is good. 
Private enterprise will do a good job if 
given the opportunity. The enlight- 
ened owners of private capital are pre- 
pared to share the rewards with the 
peoples of the countries where they 
are permitted to establish new in- 
dustries. Capital will go the full way 
to meet the reasonable requirements 
of governments, but it is hopeless to 
expect any sound financial operator or 
firm to risk its capital in those coun- 
tries where the climate is hostile or 
where regulation or legislation will not 
permit a sound and efficient operation 
and a fair return on capital invested 
and risk taken. 


Name Salvage Unit V-Ps 

U. S. Salvage Assn. has elected Wil- 
liam F, Watkins vice-president opera- 
tions; John R. Lindgren vice-presi- 
dent-chief surveyor; and Harry S. 
Townsend vice-president research and 
technical. 

Mr. Wafkins joined the  as- 
sociation as a surveyor in 1949 and 
became chief engineer in 1958. Mr. 
Lindgren, with the organization since 
1952, was appointed assistant to the 
president in 1960. Mr. Townsend joined 
the association as a technical assist- 
ant in 1952 and was named technical 
supervisor in 1958. 


Syracuse Education Day 


The Insurance Council of Syracuse, 
N.Y., sponsored an insurance education 
day there attended by 50 agents and 
company representatives. Willard J. 
Obrist of General Accident was mod- 
erator of the program. 

A panel discussion of modern pack- 


aging and risk analysis was conducted . 


by four members of the Syracuse 
chapter of CPCU. Selling the survey 
was handled by Francis F.J. Mononey, 
local agent; risk analysis by R. Richard 
Cook, Glens Falls; new package plans 
by John J. Twomey, Agricultural, and 
crime package policies by F. Byron 
Neff, Travelers Indemnity. Pierce E. 
Goold of New York Fire Insurance 
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Rating Organization discussed recent 
changes in fire rating. 

Luncheon speaker was Frank A. 
Gahren, Jr. of America Fore Loyalty 
at Buffalo, who spoke on The Lean 
Years Are Here. 

In the afternoon Irving L. Shim- 
berg, local agent, treated agency per- 
petuation. John F. McKernan of Aetna 
Casualty dealt with personnel selec- 
tion, and Henry W. McCusker of Hart- 
ford Fire group with education and 
training. 

Paul H. Blaisdell of Insurance In- 
formation Institute closed the session 
with a talk on agency public relations. 


Financial Guarantee 
Coverage Is Offered 


Empire Mutual of Philadelphia now 
is issuing security transaction coverage, 
which guarantees that the lender will 
continue to receive regular interest 
and principal payments if the borrower 
is unable to fulfill his financial obliga- 
tions. Consumer installment contracts 
are not eligible for the coverage but 
finance company obligations are. 

The largest volume, it is anticipated 
by the company, will come from issu- 
ance of performance bonds which guar- 
antee interest payments and repay- 
ment of the principal of financial obli- 
gations of business concerns which 
obtain capital funds from the public. 
Currently, Empire Mutual has several] 
test situations in operation which the 
indicate have generated a good deal 
of interest. 

The coverage is a form of surety- 
ship, and collateral is required. How- 
ever, the objective is to provide in this 
way a means by which the lender might 
provide a more favorable interest rate, 
longer terms or less restrictive provi- 
sions than it might in the absence of 
the security transaction insurance. 


Advise Ban On 16 Year 
Old N.J. Farm Drivers 


New Jersey’s Coordinating Council 
on Traffic Safety has urged the legis- 
lature to abolish special permits al- 
lowing farm youths to drive at age 16. 
The minimum age for others is 17. , 

The council acted after a report 
from James A. Sherwood, assistant 
director of motor vehicles, revealed 
that in 1960 there were 524 farm li- 
censes in effect. These were issued to 
448 boys and 76 girls. Among the 
holders there were five involved in 
fatal accidents. There were 129 per- 
sonal injury and 1,104 property dam- 
age mishaps, and 382 summonses were 
issued to the group. 


New Fire Safety Film 


National Board’s new fire preven- 
tion film, “See a Pin,” has been pre- 
viewed in New York. 

The color film runs 134 minutes and 
has been cleared for television show- 
ings. It will soon be available on free 
loan from Bureau of Communication 
Research, 267 West 25th Street, New 
York 1, N. Y., or from National Board’s 
office at 465 California Street, San 
Francisco 4. 


Plaintiff Lawyers Denounce 


New York State Assn. of Plaintiffs’ 
Trial Lawyers, a group with 2,400 
members has wired President Kennedy 
protesting the Warsaw convention, 
which limits total recovery of those 
injured or killed on international air 
flights to $8,300, gold. The federal 
government has been considering the 
possibility of withdrawing from the 
convention. 


Amer. Surety Moves to 
Regional Operations 


At the annual press luncheon of 
American Surety-Pacific National, 
Henry Sheehy, president, reported in- 
formally on the progress of the group’s 
decentralization program. 

The home office building in New 
York has been sold, and the nucleus 
of that operation will eventually be 
housed in 110 William Steet, New York. 
This reflects the shift in emphasis to 
regional operations. 

Mr. Sheehy noted that it was diffi- 
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cult to make money in the insurance 
business today, especially with respect 
to third party liability. He indicated 
that the group will place emphasis on 
immediate settlement of claims in fu- 
ture, except where “unconscionable” 
amounts are involved, calling for the 
intervention of courts. 

There is not much hope on the loss 
side of the business, Mr. Sheehy ob- 
served, except for the handling of 
claims in the manner he described. 
There are possibilities on the expense 
side, however, and the group will be 
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TENNESSEE 
FIELD OPPORTUNITY 


Highly respected Stock Company wants an 
experienced man to travel the State of 
Tennessee. Should have strong background 
in Automobile and Miscellaneous Liability 
lines. Must be aggressive and willing to 
work. Territory developed. Excellent start- 
ing salary with liberal employee benefits, 
if qualified. Send confidential resume to 
C-36, National Underwriter, 175 W. Jack- 
son Blvd., Chicago 4, Ill. 








INSURANCE 
UNDERWRITERS 
Should have good background in comp/liab. One 
of nation's fastest growing mutuals now inter- 
viewing for junior & senior underwriters looking 
for a position that MUST lead to advancement. 
Salary high. 
WRITE: JOSEPH H. KAY 


PERSONNEL DIRECTOR 
CONSOLIDATED MUTUAL 
INSURANCE Co. 

345 Adams St., Brooklyn, N. Y. 








SURPLUS LINES—LLOYDS 
PRODUCTION—UNDERWRITER WANTED 
Desire person with qualification and ex- 
perience with prior LONDON brokerage 
background to manage established opera- 
tion in Chicago. Salary commensurate with 
ability. Potential interest in operation in- 
cluded as incentive. Submit resume for 
consideration. Write C-62, National Un- 
— 175 W. Jackson Blvd., Chicago 
4, Ul. 





THIS IS NOT AN OPPORTUNITY 


For an opportunist. It is a better than aver- 
age position in Chicago for a man well 
grounded in Casualty underwriting. A posi- 
tion in which original thought and ability 
will pay off better and faster. Our produc- 
tion of direct produced business—90% 
commercial and industrial—has exceeded 
our capacity to negotiate. We have agency 
relationships with top-grade companies and 
excess and surplus lines markets. If you 
think you can help us as a member of our 
underwriting staff, write us. Neither of us 
can lose in a confidential interview. Write 
C-63, National Underwriter, 175 W. Jack- 
son Blvd., Chicago 4, Ill. 








FIELD SERVICE 
REPRESENTATIVE 


Excellent opportunity for experienced 
Claims (heavy) and Loss Adjuster in the 
Grand Forks, North Dakota area. Attrac- 
tive salary, expenses and liberal benefit 
program. Write to Personnel Department, 
American Hardware Mutual Insurance 
Company, 3033 Excelsior Blvd., Minneap- 
olis 16, Minnesota. 








AVAILABLE 
INSURANCE AGENT OR SPECIAL AGENT 

Experience—Three years rating bureau, four years 
special agent and six years general agent spe- 
cializing in rating and commercial surveys. Forty 
years old, married, three child and colleg 
graduate. Prefer partnership in general insurance 
agency requiring minimum down payment. Write 
C-51, National Underwriter, 175 W. Jackson 
Bivd., Chicago 4, Illinois. 











IOWA GENERAL AGENCY OPENING 


38 year old "A" rated company with con- 
servative underwriting but adequate limits 
wants General Agent for fire and allied 
lines for State of lowa. Write C-37, 
Nationel Underwriter, 175 W. Jackson 
Blvd., Chicage 4, Ill. 


WANTED—FLORIDA FIELD MANAGER 
Stock agency co. specializing in mobile home 
insurance. Supervise present po! plant pro- 
ducing ann. vol. approx. $1,000,000.00. Locate 


on West Coast. a incentive bonus, profit 
sharing, group ins., . Car, expenses. rite 
C-52, National Underwriter, 175 W. Jackson 


Bivd., Chicago 4, Ill 








WANTED——FIELD SUPERVISOR 


We have immediate opening for a quali- 
fied fieldman to supervise a portion of 
Michigan and Ohio. Mainly fire and allied 
lines, although casualty knowledge would 
help. F. H. Witmeyer, President, Excelsior 
Insurance Company of N.Y., Syracuse, N.Y. 











UNDERWRITING MANAGER 


Seasoned multiple-line Underwriting Manager 
needed by aggressive, growing Selina Ins. 
Group for Northwest Ohio Branch. New build- 
ing on outskirts of Cleveland. Fine benefit pro- 
gram and growth opportunity. Write R. Brewer, 
Personnel Dept., Celina Ins. Group, 315 S$. Main, 
Celina, Ohio. 


SPECIAL AGENTS WANTED 


Large century-old New ~ oe mutual property 
insurer seeks experienced special agents in 
Southeastern territory. Excellent employee bene- 
fits. For appointment, phone 617-742-3329, col- 
lect, or write C-53, National Underwriter, 175 
W. Jackson Bivd., Chicago 4, Ill. 








PAYROLL AUDITOR 


Leading Mutual Casualty Company has open- 
ings for three experienced auditors, in Indian- 
apolis, Kansas City and St. Louis. Excellent 
salary, high fringe benefits and company car. 
Must be presently employed as such. Send com- 
plete resume and passport photo to: C-58, 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 








BOND MAN 


Expanding Stock Company operating nationally 
wants man to head up new Bond Department. 
Good salary and fringe benefits. Send resume 
to E. K. Scribner, President, The Resolute Insur- 
aace Company, Resolute Building, Hartford 3, 
Connecticut. 








BOND EXECUTIVE 


Desires to make change. I6 years experience in 

responsible positions with top companies. Thor- 

oughly familiar with all phases of production 

and underwriting of Surety, Fidelity and Burglary 

business. Best of references. Write C-6!, National 

— 175 W. Jackson Bivd., Chicago 4, 
inois. 
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(CONTINUED FROM PAGE 1) 
insurance. Additionally, there was a 
decision to get started on uniform 
principles or legislation for variable 
annuities, and a number of A&S mat- 
ters were covered. 


The unusually large attendance 
(1,500) in a hotel of not unusual size 
created traffic jams everywhere. On 
the first day, when subcommittees 
were meeting three at a time, move- 
ment was at a crawl, but from then on 


THE AMERICAN 


When you deal with The American, you 
enjoy a selling edge over the competition. 
Take convenience and speed, for example. 
With 31 branch offices spread across 
the continent, The American puts trained 
fieldmen and underwriters close at hand 
to give you on-the-spot assistance. Each 
branch, complete in itself, offers fast claim 
settlements, prompt policy-writing, expert 
engineering and premium audit service. 
Second, The American provides definite 
rating and coverage advantages in many 
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Activity In Many Areas At NAIC Meeting 


the crowd began to thin out as one 
company man after the other com- 
pleted his business or got his question 
answered. 

The last committee meeting was that 
of rates and rating organizations. This 
is the parent of the Gerber subcommit- 
tee that has been studying rate laws. 
When the subcommittee met, ostensib- 


a push to get the whole rate law issue 
reopened, particularly in the area of 
prior vs no prior approval. Vestal Lem- 
mon, speaking for National Assn. of 
Independent Insurers, offered a leng- 
thy well documented paper urging this 
action. J. R. Berry, for the National 
Board, put the question squarely up to 
Mr. Gerber, saying he had heard pri- 
vately that the subcommittee would 
welcome renewed discussion—to which 
Mr. Gerber replied that NAIC never 


ly only to consider amendments to the 
aggrieved party and deviation sections 
of the rate laws, industry put on quite 











GIVES YOU. 


: 


areas — meaning more business for you. 
And third, The American's multiple-line 
facilities mean you dial just one number 
for a// the answers to problems involving 
just about any line of property or casualty 
insurance. 

These are some of the reasons why 
The American gives you the selling edge— 
why it pays you to deal with The American. 
For nearest branch office write: The 
American Insurance Company, 15 Wash- 
ington St., Newark 1, New Jersey. 





turns down a chance to hear construc- 
tive proposals. National Assn. of In- 
surance 


Agents wanted the 


IME SELLING) EDGE 


The American Insurance Company 


American Automobile Insurance Company 
Associated Indemnity Corporation 


AUTOMOBILE * BONDS * BURGLARY ° FIRE & ALLIED 
LINES * GENERAL LIABILITY *« GLASS * GROUP 
ACCIDENT & HEALTH * INLAND & OCEAN MARINE e 


MULTIPLE PERIL * WORKMEN'S COMPENSATION 


matter 


December | 5, 196] 


left as it is with NAIC favoriiig con- 
tinuation of the present system. 

When the subcommittee made its 
report to the rates and rating organiza- 
tions committee, it reiterated the 
statement of its report at Philadelphia 
that “While not wedded to existing 
procedures for rate determinations, 
the subcommittee believes that the 
advocates of change bear the burden 
of demonstrating that change is needed 
in order to serve the public interest 
better than existing procedures. This 
condition .. has not been met; (the 
subcommittee) accordingly records its 
unanimous opposition to the abandon- 
ment of ‘prior approval’ in favor of the 
proposals before it and its unanimous 
conclusion that adoption of such pro- 
cedure would ultimately tend to the 
lessening of competition and the ero- 
sion of effective regulation in the pub- 
lic interest.” 

“This has been and remains the po- 
sition of the subcommittee,” the re- 
port stated. 

It would thus appear that NAIC is 
not going to have any official change 
of heart. For the record, industry has 
been told it will be next to useless to 
continue this issue. Yet there is also 
every indication that industry will 
bring the matter up at the next meet- 
ing, in June at Montreal, and will get a 
hearing. It is felt that industry must 
make its record, too. For example, Ro- 
bert N. Gilmore of Assn. of Casualty & 
Surety Companies told the subcommit- 
tee that his organization, in coopera- 
tion with the National Board and In- 
land Marine Insurance Bureau would 
forthwith prepare its response to the 
Philadelphia report. In the meantime, 
the Gerber subcommittee will spend 
its time perfecting a report on ag- 
grieved parties and deviations. 

Substantial progress in the defini- 
tion of catastrophe from an extended 
coverage standpoint, and means of 
determining a loading for it in the EC 
rate was reported to the subcommittee 
on this subject by Kent H. Parker of 
Inter-Regional Insurance Conference. 
The subcommittee reported to the rates 
and rating organizations committee 
that it will continue its studies with an 
additional member on the _ industry 
committee from either Mutual Insur- 
ance Advisory Assn. or American Mu- 
tual Insurance Alliance. 

Much less was reported by the safe 
driving and merit rating subcommittee 
which had a long statistical session the 
last time it got together. This time the 
report was that no further data had 
been received. However, inserted in 
the record was a letter from Commis- 
sioner George Mahoney of Maine that 
the state supreme court had upheld the 
department’s decision not to approve 
a filing insuring the driver rather than 
the auto. 

The rates and rating organizations 
committee then confused at least 
half the people in attendance by call- 
ing on Sen. Jarrard Secrest of Temple, 
Tex., for a statement. To top that, when 
the Senator was done there ensued a 
debate on the merits of the National 
Bureau franchise filing. 

Sen. Secrest had made an attempt 
two days earlier to appear before the 
Gerber subcommittee to protest the 
uniform rate system for auto insur- 
ance in Texas. He didn’t make an ap- 
pearance, he was asked instead to file 
his statement. But the Senator didn’t 
want to do that, and the newspapers 
the next day carried the gist of the 
statement together with the news that 
he hadn’t been permitted to make it 
orally before NAIC. So he got another 
chance from Mr. McConnell and his 
committee, and on that occasion the 
Senator was mild, offering a welcome 
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to NAIC to Texas and praise for its 
efforts. Nothing was mentioned of auto 
rates. 

Apparently the bureau filing got 
before NAIC on the insistence of Na- 
tional Assn. of Insurance Agents. There 
was an effort by at least one commis- 
sioner to have it heard, if it had to 
be heard, in executive session rather 
than before industry. 

But the fact that the audience was 
unprepared didn’t mean the antagon- 
ists were. National Bureau offered a 
full disclosure by Elmer Twaits, secre- 
tary, of how its plan operates, why it 
was introduced, what it is designed to 
do; all with repeated assurance that 
there is no intention or means to abuse 
the fictitious fleet rules, with which 
the bureau is in full accord. Mr. Twaits 
was even able to offer visual aids, a 
chart which showed the rules by which 
the plan operates. 

NAIA doesn’t like the plan, ac- 
cording to Cooper M. Cubbedge, presi- 
dent. He said it would lead to chaos. 
Seventeen states have acted to dis- 
approve or withdraw the filing, he 
declared. NAIA stated, through Mr. 
Cubbedge: “Gentlemen, this filing is 
unlawful.” 

Ira Brander, president National 
Assn. of Insurance Brokers, took an- 
other tack. He wondered if an insured 
should be penalized just because a 
producer might lose a commission. The 
brokers think the franchise plan is all 
right, even though it could cost some 
agents and brokers some business. The 
status can’t be maintained forever, he 
said, and he recommended NAIC open 
the door to change and support those 
doing a job. The brokers endorse the 
plan as improving the competitive po- 
sition of producers. 

The point was made by Commis- 
sioner William Timmons of Iowa that 
the rates and rating organizations com- 
mittee did not constitute a proper 
forum for discussion of a filing. He 
made that remark after Mr. Twaits 
had finished and it began to be evident 
what was up. Mr. McConnell was 
struck by the logic of this, but observ- 
ed that since he had made the initial 
mistake he felt it would be only fair 
to let the other side have its say. That 
allowed Mr. Cubbedge to get the agents 
on record and Mr. Brander to give the 
bureau some support. The report of the 
committee, which mentioned this in- 
cident in the briefest terms, noted that 
“no action was requested or taken.” 

Several new matters were discussed 
at the meeting of the examinations 
committee. Frank Sullivan of Kansas 
is chairman. 

In line with a recommendation of 
the Gerber subcommittee on fire and 
casualty rate regulation, the commit- 
tee considered examinations of advi- 
sory and rating organizations. No com- 
ment was made on the proposal by 
industry or by the committee members, 
the matter going over to executive ses- 
sion. 

Martin Raynoha of Wisconsin 
brought up a question from Zone 4, 
pointing out that the examiners’ hand- 
book calls for calculating interest on 
mortgages at the end of the accounting 
period on a gross basis, but a number 
of companies are reporting, as per- 
mitted by the annual statement, on a 
net basis. Examiners should criticize 
this in an examination, he noted. How- 
ever, because so many are doing it, Mr. 
Raynoha felt the net basis report 
should be made permissible. 

George Howarth of Massachusetts 
discussed the problem of examination 
of records compiled by electronic com- 
puters. New rules and regulations are 
needed in this area, he said. Manage- 
ment depends on the machines to pro- 
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vide information, but how are exam- 
iners to verify the results? Should they 
sort the millions of punch cards? 
Should they accept the machine re- 
sults with their “built in controls”? 
An examiner going into a company 
nine months after the annual state- 
ment is made cannot reconstruct the 
data on which the statement was made 
if machines were used, Mr. Howarth 
said. The tapes and cards from which 
the statement was made don’t supply 
the answers as to what went into those 
tapes and cards. He wondered whether 
a state examiner could tell a company 


in advance what will be wanted 
that data could be prepared especially 
for an examination. It couldn’t be done 
for a zone or convention examination, 
he admitted, because it would be im- 
proper for a home state man to make 
such preliminaries. 


so 


Favors New Regulations 


Rules for saving and destruction of 
records don’t apply in the same man- 
ner to electronic data processing, Mr. 
Howarth noted. He favors some new 
and satisfactory regulations. 

Preliminary data on a 


survey of 


Our very best wishes for 
a joyous holiday season, 
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state examination requirements were 
touched on by Director Joseph Gerber 
of Illinois, whose department worked 
up the material. 

Mr. Gerber commented that he was 


amazed at the differences between 
states in examination laws. He sug- 
gested the examinations committee 


might like to have the survey made 
in more detail as a start towards help- 
ing states determine how best to utilize 
their examination manpower in view 
of the tremendous growth in number 
of companies and size of the insurance 
business. 
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Editorial Comment 


How To Be Popular Though Political 


Michael H. Prendergast, New York 
state democratic chairman, is out 
of favor with the White House and has 
been publicly slated for removal by 
Mayor Wagner of New York, who was 
recently reelected. Now Mr. Prender- 
gast has proposed that the legislature 
expand the powers of the State Fund, 
which presently writes workmen’s 
compensation and compulsory disa- 
bility, to write health and automobile 
liability insurance. 

As an alternative to having the 
State Fund, with its more than $315 
million in assets, write A&S and auto 
liability, Mr. Prendergast suggests the 
legislators may want to set up an addi- 
tional fund or funds to do so. 

He indicated that such a move or 
moves would bring down the costs of 
health and liability coverage, which 
have been rising to a point of consumer 
emergency. He noted particularly the 
rise in Blue Cross rates. 

Though Mr. Prendergast’s proposal 
may sound strange and even far fetched 





Deaths 


JUSTIN POTTER, 63, chairman of 
Cherokee, died. 


HARRY L. MAY, 39, state manager 
Atlantic Mutual group at Indianapolis, 
died. 


T. D. SULLIVAN, 59, an independent 
adjuster at Jackson, Miss., died at 
Port Lavaca, Tex., where he had been 
adjusting Hurricane Carla losses. 


HAROLD R. NEVINS, 78, director 
emeritus of State Farm Mutual Auto, 
died at his home. He became the com- 
pany’s first state director in 1925 and 
held this post until 1956. He was also a 
member of the boards of State Farm 
Mutual, State Farm F.&C. and State 
Farm Life until 1960 when he resigned 


to the ears of the insurance people, the 
proposal will not seem odd to many 
labor people, and the idea that the 
State Fund write auto liability in com- 
petition with private insurers has 
been made before by others.—K.O.F. 





for health reasons. He was named dir- 
ector emeritus at that time. 


E. PAUL PATTON, 62, local agent 
at Jenkintown, Pa., died. He was secre- 
tary of International Collegiate Soccer 
Assn. 10 years. 


NORMAN C. MENDES, 68, a mem- 
ber of the New York law firm of Men- 
des & Mount, which represents Lon- 
don Lloyd’s in the U. S., died. He lived 
at Pleasantville, N. Y. A graduate of 
Harvard Law School, he was admitted 
to the New York bar in 1921. 


WALTER LINN, 83, Philadelphia 
local agent, died. He was a founder of 
Pennsylvania Manufacturers Assn. in 
1913 and served as associate secretary 
till 1919. He was also the founder of 
Pennsylvania Self-Insurers Assn. and 
was its executive secretary from 1922 
to 1957. 


ABNER GOLDENSON, 66, partner 
of Goldenson & Goldenson, Chicago law 
firm specializing in insurance work, 
and general counsel of Home Owners 
Mutual of Chicago, died. He had been 
an insurance attorney for 45 years, 
starting with Bates, Hicks & Folonie 
in 1916. 


OTHO E. LANE, 81, retired chairman 
and president of Reliance, died at West 
Chester, Pa. He was president of 
Niagara Fire of New York from 1917 to 
1929. He was president of Reliance, 
formerly Fire Association, from 1930 to 
1944, when he became chairman. From 
1948 to 1951 he was chairman of the 
executive and finance committee of 
Reliance, when he retired. He had 
served on the board of managers of 
Western Saving Fund Society, Phila- 
delphia, and as a director of Pennsalt 
Chemicals Co. and First Pennsylvania 
Banking & Trust Co., Philadelphia. A 


fox hunter, he rode with the Radnor, 
Brandywine, West Chester, and Rose 


Tree, Pa., hunts. His home was in 
Westown. Pa. 
HARRY W. YANKEE, 70, retired 


state agent in Kansas of Agricultural, 
died at St. Luke’s Hospital in Kansas 
City. He started in insurance at the 
age of 18, and had been with Agricul- 
tural for 25 years before retiring in 
1957. He was a past president and char- 
ter member of Fire Prevention Assn. of 
Kansas and a past president of Under- 
writers Assn. of Kansas. 


WILLIAM H. CONROY, 85, retired 
partner of the New York brokerage 
firm of Flynn, Harrison & Conroy, died 
at his home in Washington, Conn. He 
was editor of the Harvard Crimson 
and a newspaper reporter before en- 
tering insurance. He was vice-president 
of Massachusetts Bonding when he 
resigned to go with the Flynn & Har- 
rison Brokerage firm in 1926. He re- 
tired in 1952. 


JOSEPH PEAVOY Jr., 53, assistant 
superintendent special risk department 
of Hartford Fire in the western depart- 
ment at Chicago, died in his home in 
suburban Park Ridge. He began in 
insurance with the Meserole group and 
then went with New York Underwriters 
at New York, remaining there for 
about 15 years as one of the senior 
officers. He was transferred to Hart- 
ford Fire’s western department about 
a year ago. 


LEWIS C. HELLER, 68, retired 
state agent of Providence Washington, 
died at University Hospital, Columbus, 
O. After returning from overseas duty 
in World War I he joined the local 
agency of his father, S. E. Heller, at 
Canal Winchester, O., in 1919. He 
accepted a field position with Great 
American in 1921 and travelled in 
Ohio for eight years. In 1929 he be- 
came state agent for Providence Wash- 
ington, where he remained until ill 
health compelled his retirement in 1953. 
He had taken an active part in field 
club and fire prevention programs and 
was widely known throughout the 
state. 





New Orleans Insurance Exchange 
has nominated Milton F. Hilbert Jr. 
president, T.N. Bernard vice-presi- 
dent, Thomas F. McMahon secretary, 
Charles L. Rittenberg treasurer, and 
Robert C. McIntyre, Richard P. Ellis, 
and E. P. McCloskey members of the 
executive committee. 
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Personals 


Sylvester Melvin, director Greene 
County (Ill.) Farm Mutual, recently 
celebrated his 110th birthday at the 
home of his daughter in Greenfield, 


William J. Harding, public relations 
director of Texas Insurance Advisory 
Assn., Austin, has been elected presi- 
dent of the central Texas chapter of 
Public Relations Society of America. 


Mrs. Fern Larsen is marking her 
30th anniversary with National Coun- 
cil on Compensation Insurance. She 
has been with the council’s Mountain 
States Compensation Rating Bureau in 
Denver since 1931 and assumed her 
present position of secretary in 1955. 


W. L. Nolen, U.S. manager of Com- 
mercial Union-North British, was ten- 
dered a testimonial dinner at which 
his associates honored him on his forth- 
coming retirement at year end. Mr. No- 
len, with the group since 1928, was 
named U.S. manager of North British 
in 1952 and assumed the same post 
with the combined operation on the 
merger in 1959. 


Jack Clay, Deputy 
For 4 Years, Named 
Mo. Superintendent 


Jack Clay of Cape Girardeau, for 
the past four years deputy state super- 
intendent of insurance under C. Law- 
rence Leggett, who resigned last month, 
has been named superintendent of 
insurance of Missouri. Mr. Clay has 
been acting superintendent since Mr. 
Leggett resigned. George D. Young, as- 
sistant secretary-treasurer of Transit 
Casualty of St. Louis and a former 
state representative, previously had 
been named superintendent by Gov. 
John M. Dalton, effective on Nov. 15, 
but as a captain in the Air National 
Guard of Missouri he had been called 
to active duty and presumably has 
been unable to obtain release from his 
army duties. The Clay family has a 
general insurance agency at Cape Gir- 
ardeau with Superintendent Clay’s 
father as its head. He is a brother-in- 
law of State Sen. Albert M. Spradling 
Jr., long a power in Democratic party 
circles and the legislature. Superin- 
tendent Clay is well qualified for his 
new post and is highly regarded in 
company and agency circles. 





NFPA Publishes New Book 
On School Fire Problems 


National Fire Protection Assn. has 
published a new 352 page book, Op- 
eration School Burning No. 2. It is 
‘based on research and tests con- 
ducted by the Los Angeles Fire de- 
partment. 

The test reports make a significant 
contribution to the solution of prob- 
lems surrounding life safety in schools, 
and the new publication is therefore 
of special importance to school ad- 
ministrators, architects, and engineers. 

It describes in detail each of 117 
experimental fires and resulting find- 
ings and is available at $5.75 a copy 
from NFPA, 60 Batterymarch Street, 
Boston. 
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Sees Marketing 
Function Revised 
In Basic Aspects 


(CONTINUED FROM PAGE 5) 
the new marketing unit. 

To accommodate an increasing com- 
munications burden and to free the 
marketing staff from excessive con- 
tact with the field, a new staff field 
operations department was established. 
The field operations manager and his 
sales, claims, underwriting and per- 
sonnel consultants serve primarily as 
staff to the vice-president of field 
administretion. 

The home office marketing depart- 
ment is divided into four areas of 
broad responsibility: Personal lines, 
commercial lines, claims and adver- 
tising. The primary need was bal- 
anced emphasis in the product line, 
Mr. Jacobs said, and the new organ- 
ization assures that each important 
sector will get continuing, high level 
action. 


Cooperation Vital 


Another basic need was teamwork 
between sales and underwriting, Mr. 
Jacobs continued. Historically, sales 
departments have demanded more 
coverages, lower rates and unrestricted 
marketing. At the same time, under- 
writing units wished to keep the pro- 
duct line down to the minimum man- 
ageable size, with the highest possible 
rate from the most loss-proof market. 
Although both departments desired 
profitable, secure operations, complete 
harmony between them has not been 
the rule in most companies, and his 
was no exception, Mr. Jacobs declared. 

But intra-company conflicts and 
slowly emerging compromises are an 
expensive luxury in today’s market. 
Mr. Jacobs therefore believes that. a 
marketing executive, who is given 
authority and responsibility for mer- 
chandising a profitable product for 
the right market at the right price, 
and at the right time (not a year 
after competition), will contribute 
more to the company’s growth and 
financial stability than will a com- 





Stocks 


By H. W. Cornelius of Bacon, Whipple & Co., 
185 S. LaSalle St., Chicago, Dec. 12, 1961 





Bid Asked 
$ $ 

Aetna Casualty ...... 149 155 
MO WIE. séccccncnce 152 156 
American Equitable . 25% 27 
American, Newark ... 3042 31% 
American Motorists 31% 33 
pO RF tener econ Pere 44 45% 
Continental Casualty ........... 107 109 
Co a err rr 56 5712 
PE aS Ahacenives en Vaincaderude 1642 18 
i ey. Senn enerer 6542 67 
oO. NER REERGARAGRR ERA 185 195 
CE PME occ csccnsndeccesees 54 55% 
STORE AMNOTICEN 6 o.cccccccecces 61 6212 
SONU UND secs ccctcccveesscde 8342 85 
ME Gecivnstantacses odivaes 52 53% 
ROC OE Ey We cecccusecdnecceve 62% 63% 
Ins. Co. of No. America ...... 107 109 
Maryland Casualty ............. 49% 651 
WN ES oc cccncassnvescuee 163 Bid - 
REAR 50 52 
NOW HAMBERITE ...ccccccccccce 76 78% 
PEE: ee itiwdenceoccuseces 52% 54% 
i GEE ne Sndsviciccwendrice 35 37 
Pe CM: < cais cecseeeceese 136 140 
Pe: MEY “Sede cond cokceeecsas 28 29 
Mets. Carp. O68 MN. Yo... ccsccee 29% 31% 
EPEC rrr er ore 68 70 
CCE WEE EIR s, eisicncbiass.cies ae 92 94 
Speingtield Ins. ..............5:. 45 4644 
ER 9 Ge 8s ic Ste iecenueuened 166 170 
eh 8 A % err cre 73 15 
a Esco ncedannkeheadaqmnnn 42% 44% 
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Comments On The Insurance Field 
From The Investment Dealer’s Chair 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Co., Board of Trade Building, Chicago 
Insurance stocks cut a ragged pattern last week again. There were steep 
declines in several issues. The fire-casualty stocks were heavy, but there 
were indications of firming late Friday. There were some strong spots, 
though. Kansas City Life kept on going and at 3,150 was 200 points higher. 
Monumental Life was up 5 and in the fire-casualty section Phoenix scored a 


mittee of functional specialists. 

The marketing organization is work- 
ing well in his company, Mr. Jacobs 
reported. The field operations depart- 
ment is contributing materially to the 
smoother functioning of the market- 
ing activity. The marketing staff is 
not insulated from the day-to-day 
business of giving advice to the field 
and learning, in turn, of competitive 
developments and problems. But re- 
petitive contacts on the same prob- 
lems are minimized. Above all, the 
marketing department is able to spend 
more time on its primary responsibili- 
ties—keeping the product line up to 
date and developing additions to it. 


Other Duties 


Every marketing project starts with 
a study which is made by the mar- 
keting department, Mr. Jacobs con- 
tinued. The study indicates what mar- 
ket the company can exploit profit- 
ably and effectively. After manage- 
ment approval, the marketing unit 
develops and introduces a_ product, 
whether the specific competitive sit- 
uation calls for adoption of a bureau 
program or an independent one. . 

Other marketing department func- 
tions include filings; pricing; distribu- 
tion; underwriting gain (goals); un- 
derwriting guide for the field; poli- 
cies, (contract, related forms and en- 
dorsements); statistical requirements 
for evaluation; reinsurance; premium 
payment plan; selling techniques and 
training; sales promotion, advertising 
and publicity; commissions and bonus 
premium; claims (policies and train- 
ing); costs; evaluation and control, 
and periodic review and _ updating. 

This list of responsibilities might 
give the inference that the marketing 
department is not just a part of the 
home office but the “whole thing.” 
This is not so, Mr. Jacobs emphasized. 
Marketing recommends and _ coordi- 
nates as much as it decides and per- 
forms. It is a staff function. The ad- 
vice of management of other depart- 
ments and of the field is sought in the 
over-all development and evaluation 
of the marketing program, but the 
marketing unit is at the core of all 
market and product activity. 

The goal is to keep marketing activ- 
ities focused on primary targets—the 
market itself, the competition, the 
product, the price and over-all suc- 
cess. 


Underwriters’ Role 


Mr. Jacobs covered the subject of 
account selling, remarking that it is 
one thing to talk about it but quite 
another to “bring it off.” It is a new 
concept that calls for new kinds of 
packages, a reeducation of salesmen 
and a new philosophy of underwritng. 
The underwriter is going to have to 
get rid of his fedora and don a space 
helmet. 

Mr. Jacobs wonders, for example, 
how underwriters are going to keep 
traditional ideas of risk selection com- 
patible with underwriting on an ac- 
count basis. He wonders what the 
solution will be when underwriters 
can no longer offer to write the house 
but not the car, or the fire but not 
the burglary. 

As companies move toward the 
marketing concept and toward con- 
sumer needs, the more apparent it 
will become that the underwriter must 
adopt a new and creative approach to 
the challenge of account selling. The 
underwriter is now on the marketing 
team as never before, and creative 
underwriting will play a large part 
in determining how well mutual in- 
surance will fare in the competitive 
climate ahead, Mr. Jacobs emphasized. 


gain of 4. 


51 


Conn. General plummeted 21 points to 275 bid, which substantially re- 
duced the margin for arbitragers in connection with the Aetna Fire program. 
The latter was down 4 points. Selling C.G. at the bid price of 156 and buying 
Aetna at the offering price of 156 still gave something of a margin, however. 

Aetna Life was off 5% and Aetna Casualty 4. Hartford Fire was down 3%, 
so the Hartford issues on the whole were under selling pressure. Travelers 
kept about even for the week as a whole, though it was off from its mid- 


week levels. 


Reliance declined for the second week and at 68 or so was off about 8 
points from the recent high. Insurance Company of North America sagged. 
So did Continental Insurance. Continental Casualty faded a trifle but Con- 
tinental Assurance went into new high ground at 209 bid. 

Old Line Life went to 210 bid on word of a proposal for a 5-1 split and a 


20% stock dividend. 


All-American Life & Casualty confounded those who had felt that even 
with its splendid rate of development and growth it was commanding a 
high price in the market. It raced up another four points or so into new 
high ground at 3214. Inland Life of Chicago that has won the public fancy 
dropped out of orbit. From a high of about 22 it dropped to 15 bid Friday. 

Franklin Life was down 6. Republic National Life that had a spectacular 
run to about 110 failed to get support when sellers appeared until around 
the 90 mark. Jefferson Standard Life was up 2 at the 100 level while B.M.A. 
lost 3. Ohio State Life continued to gain strength on the prospect of a solution 
of the Columbus Mutual Life problem. It got as high as 83 on the bid side. 
Life Insurance Company of Virginia recovered from a recent sinking spell 
of about 15 points and was in demand at 130. A lot of 22,000 shares of Wash- 
ington National was placed, away from the trading market, mainly with 


institutions. 


The public continues to be interested in the lower-priced issues—mainly the 
new situations and brokers are scouring the country for things that might 
offer promise. There is danger here. The public is tempted to go into new 
issues, without doing the arithmetic of multiplying the number of shares 
by the market, to see what that does to the total share valuation of the com- 
pany. When it comes to seasoned companies, though, they get particular 
and look for flaws. Growth with a capital G is the magic word. 

American Mutual Fund cut back its Aetna Life holdings from 24,000 to 


11,000 shares. 





Manval Assessment Plan Is Detailed 


(CONTINUED FROM PAGE 1) 
minimum of contact with supervisory 
officials. These companies did not have 
to share in the manual preparation 
expense, their cost being limited to 
twice the cost of printing. 

The new program is designed to 
spread the manual preparation and 
regulatory approval expense, a major 
portion of the bureau budget, against 
all manual purchaser companies, 
based on their premiums in the states 
and for lines for which manual serv- 
ice is received. The manuals and re- 
visions have been copyrighted since 
Jan. 1, 1961 in order, as the bureau ex- 
pKiins it, to alert those who use the 
manuals that a fair fee for their use 
may well be due the National Bureau. 
A relatively free and liberal license 
has been granted in return for this 
fee. 

In order to implement this program 
it was necessary that the bureau staff 
apportion expenses between the cost 
of activities directly or indirectly bear- 
ing on the production of the manuals 
and the cost of services performed ex- 
clusively for members and subscribers. 
Then, based on the 1961 budget, 
separate charges were made to com- 
panies for auto, boiler, burglary, gen- 
eral liability and glass, subject to a 
minimum of $100 a year for all lines. 
The charges will apply to the net di- 
rect premiums in those lines and states 
for which service was received, ex- 
cluding only Texas auto BI and PDL 
and Massachusetts auto BI. 

The bureau intends to reapportion 
manual preparation expenses as soon 
as practicable after the end of 1961. 


Reapportionment will be based on 
actual 1961 premium volume and pay- 
ments will be adjusted to reflect the 
extent of actual participation in the 
manual purchase program. The cur- 
rent assessment ratio is 17.86 cents per 
$1,000 of premiums for the auto man- 
ual, a charge which is paid by pur- 
chasers, subscribers and members 
alike, but if assessed on the old basis 
against members and subscribers only 
would be 32.04 cents per $1,000 of 
premiums to these companies while the 
non-members or subscribers would 
have paid twice the printing cost. 

In other lines the difference in 
cost to members and subscribers is 
not so striking as auto. For example, 
the boiler manual is assessed at 27.79 
cents per $1,000 of premiums which 
compares with 29.77 cents per $1,000 
had the cost not been reapportioned. 
Burglary is 28.67 against 36.91 per 
$1,000; general liability 20.22 against 
29.80, and glass 22.22 against 37.71. 

Individuals or organizations not en- 
gaged in any phase of the casualty 
business, and individuals or organiza- 
tions operating as independent agents 
or brokers may continue to purchase 
manuals at twice the printing cost. 

A procedure has been established al- 
so under which members and sub- 
scribers of other rating organizations 
may secure library copies of the man- 
uals for reference use at a fee of 
$100 a year. The bureau has a man- 
ual exchange program in effect with 
a number of independent companies 
under which the bureau and the in- 
dependent company manual are ex- 
changed on a complimentary basis. 
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J. R. Berry Boosts No Prior Approval 


(CONTINUED FROM PAGE 1) 
disapproved. This ignores practical 
difficulties of filing, expense, and the 
penalty provisions of the rating laws 
either as they now exist or as they 
are drafted in the proposed bill. The 
idea that filings could be used by 
which a company overnight could rush 
in and steal business either on an in- 
dividual basis or wide-spread, Mr. 
Berry said, is also non-substantial. 
That could be done under a prior 
approval law on a class basis today, 
and any reasonable administration of 
a rating law would prevent it from 
happening on individual cases. The 
commissioners know what companies 
to watch and the penalties for a vio- 
lation are too great for companies to 
take chances, he observed. 

The only substantial objection that 
he can find, Mr. Berry said, is the 
fear that a no prior approval law will 
aid in commission cutting. 


Not Proper Conclusion 


Those who were worried about this 
should think long and hard, he ad- 
vised. If commission cuts are to come 
they will come for reasons having 
nothing to do with rating laws. Eco- 
nomic conditions will force whatever 
change is coming in commissions, rat- 
ing laws or no. Agents in New York, 
Connecticut, New Jersey and Missis- 
sippi, for example, have bills in ef- 
fect or introduced to prohibit commis- 
sion cuts. These are all prior approval 
states. Apparently, Mr. Berry said, 
commission cuts have hurt the most 
in states with prior approval. How- 
ever, he added, this isn’t a proper 
conclusion although it is a conclusion 
that can be drawn. It is, in fact, the 
economic conditions in those states, 
and the proper conclusion is that prior 
approval doesn’t’ give _ protection 
against commission cuts. There is no 
quick solution to the rate regulation 
problem, in Mr. Berry’s view. He 
hopes the producers will continue to 
study the issue and not be motivated 
by emotion. Mr. Berry pointed out 
that conditions within the business 
or affecting the business can cause 
changes those in the industry cannot 
bring about by themselves. He men- 
tioned two developments of the past 
few months that could cause a change 
of attitude and bring about a more 
favorable atmosphere for no prior ap- 
proval legislation. 


Todd Shipyard Case 


One of the situations is the Todd 
shipyard case in Texas which has been 
adjudicated by the state supreme 
court with the holding that the in- 
sured of a non-admitted company can- 
not be required, as the law had pre- 
scribed, to pay the premium tax on 
his insurance. 

How long will the National Board 
companies try to meet that kind of 
competition under a prior approval 
rate law? Mr. Berry wondered. The 
decision puts the non-admitted insur- 
er in a favorable rate position and it 
puts the insured in a favorable cost 
and thus’ favorable price situation 
in his own industry. The advantages 
of the non-admitted approach in this 
case are difficult to cope with. 


Tennessee Decision 


The Tennessee supreme court deci- 
sion on the bureau rate request for 
automobile insurance has strong im- 
plications, Mr. Berry said. That is the 
decision under which the commission- 
er was upheld in his point of view 
that because not all companies in the 


bureau needed the rate increase, it 
would provide unjust enrichment to 
some, and therefore the filing was 
disapproved. 

How long are the companies going 
to be in business with a prior approval 
law when a commissioner has to pass 
on the rate and can deny it without 
giving substantial reasons? Mr. Berry 
asked. Private business cannot live 
under that system. He asked if any- 
one in the audience knows of any 
business that has its price regulated 
that is making money. He cautioned 
not to include utilities because they 
are monopolies, but in the transporta- 
tion field—airlines, railroads, steam- 
ship companies—all are in trouble. 


Clarifies Issue 


It isn’t state regulation that is at 
issue, it’s price regulation, Mr. Berry 
emphasized. He said he cannot see 
the sense in having people pass on an 
insurance rate before it is charged. 

The Texas and Tennessee situations 
are not alarming to Mr. Berry, be- 
cause he said they could force people 
to look at the ultimate impact of 
change and come around to recogniz- 
ing the advantages of no prior ap- 
proval. 

A company man asked whether 
he feels no prior approval will cause 
concern in Congress, considering the 
various sizes of department staffs and 
the various degrees of quality. Will 
Congress consider no prior approval 
effective regulation? Mr. Berry said he 
feels the other way. If the business 
stays with prior approval it is known 
that at least certain people in Con- 
gress will be concerned whether the 
requirements of the McCarran act are 
being met. But, he emphasized, fear 
of the Kefauver committee is not a 
compelling reason for the position of 
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National Board. Its record on the issue 
dates from before Senator Kefauver 
or Senator O’Mahoney. 


Agent Poses Question 


An agent asked if under no prior 
approval the agents and companies 
want to put money in escrow so that 
if a rate is subsequently disapproved 
it can be paid back. Mr. Berry said 
the business cannot take responsibility 
for impoundment of premiums or the 
making of returns. It isn’t feasible. It 
was tried in Missouri about 30 years 
ago and up to a year ago he was still 
seeing the tag end of the litigation. 
Averages and equity guide insurance 
rate making, he explained. Sometimes 
rates aren’t proper as_ experience 
changes, even though they were when 
the rate was filed. Even a rate decrease 
may become excessive as time goes on. 
But if a rate is inadequate, the rate 
adjustment is a prospective not a re- 
troactive change. If the companies 
are forced to return what is con- 
sidered to be an overcharge but are 
unable to recover the inadequacies 
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Believe it or not, LaSalle probably 
has more lawyers per total personnel 
than any other insurance company 
in the world. The implication, how- 
ever, is neither legal nor academic — 
quite the contrary. The versatile and 
challenging resources of John R. 
Larson, our vice president and 
counsel, prove our point. 

John is far more than a disciple of 
hard and fast professional practices. 
He is a happy combination of four 
creative roles: administrator, sales 
manager, underwriter and public re- 
lations expert. 

LaSalle executives are essentially 
“doers."’ Yet, the rigid channeling 
of duties is unknown. Each partici- 
pates in the over-all operation of the 
company to achieve the simple ob- 
jective of stewardship: finer service. 
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of past rates because experience is 
changed, they will be driven out of 
business. They will have the possibil- 
ity only of downward rates. 

Another agent asked what connec- 
tion the Tennessee case had with the 
prior approval-no prior approval sit- 
uation. The same filing could have 
been disapproved subsequently. 

That question goes to the core of 
whether there should be any price 
approval, Mr. Berry said. The answer 
may be a California type of law under 
which there is no requirement for 
filing. 

Another agent said there is con- 
cern about keeping the burden of 
proof on the company making the 
filing. 

Mr. Berry replied that that is the 
full intent of the board companies 
and they do not mean to leave any 
doubt as to that. It isn’t even pure 
altruism. There are other filers besides 
board companies that he would like to 
see with the same burden. 

The comment was made that de- 
viations appear to be a way around 
the prior approval question, and Mr. 
Berry said it is not just the number 
of them that are being made but the 
rate of increase is startling, and so is 
the growth of non-admitted insur- 
ance. Citing figures on eight non-ad- 
mitted companies from 1956 to 1960, 
he said their rate of increase of pre- 
miums written was 687%. Two of the 
companies had been in business only 
three years; one had an 800% gain 
in three years to something like $7 
million in business, another went from 
$1 to $2 million and another went 
from $1.1 million to $6.5 million. The 
business goes where it can get the 
kind of service it wants, and more 
frequentiv that appears to be in a 
non-admitted market. 


Bituminous Casualty 
Improves Underwriting 
Ratio In Third Quarter 


Bituminous Casualty’s results in the 
third quarter of 1961 showed a slight 
improvement over the company’s ad- 
verse underwriting ratios earlier this 
year. The operating profit for this peri- 
od was $27,000, permitting an addition 
of $100,000 to surplus. 

After taxes, investment income and 
appreciation totaled $1,352,000 in the 
third quarter. There was an under- 
writing loss, after dividends to policy- 
holders, of $1,491,000. Surplus for the 
first nine months was $13,212,000, 
compared with $12,822,000 for the 
same period in 1960. 

Premium writings for the first 10 
months of 1961 totaled $31,700,000, an 
increase of 5% over the same months 
in 1960. Total assets for the first three 
quarters of 1961 were $68,600,000, up 
approximately $5,100,000 from the end 
of 1960. 


Coleman To W.H.McGee 


Charles E. Coleman has joined W. 
H. McGee & Co. as assistant vice- 
president in charge of hull production. 

Mr. Coleman has been in the marine 
business since 1935. He was with Marsh 
& McLennan for a number of vears 
before joining Albert Ullmann Marine 
Office where he became vice-president 
and then president for four years. 

Assn. of Casualty & Surety Com- 
panies has published revised editions 
of Massachusetts and Montana work- 
men’s compensation law pamphlets. 
They are available at $2 each from 
the editor of law publications of the 
association at 60 John Street, New 
York. 


Snider In Research 
For Buyers’ Group 


H. Wayne Snider, associate professor 
of insurance, has been named director 
of American Society of Insurance 
Management. 

Mr. Snider was on the teaching 
staffs of University of Washington and 
Illinois Wesleyan University before 
taking the Wharton School post. He is 
the author of many articles and of text 
books on the subject of risk manage- 
ment. 


State Farm Mutual held open house 
recently at its new Lake Central re- 
gional offices in Lafayette, Ind. Tours 
were conducted through the various 
departments. Covering 80,000 square 
feet of land, the usable footage of the 
building’s interior is 76,000 square feet. 
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Moffett Advanced 
By Keystone 


Henry L. Moffett has been elected 
executive vice-president of Keystone 
Ins. Co. and Keystone Automobile Club 
and a director. He joined the organiza- 
tion in 1959 as vice-president and sec- 
retary-manager of Keystone Ins. Co. 
He is a _ vice-president of National] 
Assn. of Multiple Line Committees. 

J. Maxwell Smith, president, conti- 
nues in general administrative charge 
of the Keystone organization. 


Surety Assn. Of Wis. Elects Dittmer 

Surety Assn. of Wisconsin has 
elected Edward Dittmer, Home Indem- 
nity, president; Henry W. Topley Jr., 
New Amsterdam Casualty, vice-presi- 
dent, and Paul W. Wolfgram, Allied 
Ins., secretary-treasurer. 
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